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To Buyers and Owners! 
A booklet containing reprints of six brief articles discussing the profit 
angle of Small Tool buying. Additional copies furnished upon request. 
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* Greenfield Tap & Die Corporation 
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: Greenfield, Mass. : 
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a Please send me a copy of “The Profit 1 
: Angle.” : 
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BOOST YOUR SALES ARE YOU SELLING 
OF BACK SAWS THIS NEW TROWEL? 


You can do it easily! Stop con- La 


sidering a back saw a 
too 
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Star BladesSave Both 


When you buy hack saw blades to do your 
cutting jobs, there are two important factors 
involved. 


TIME AND MONEY 


A blade that will cut twice the number of times 
and twice as fast without breaking or losing 
teeth is saving both time and money. 








Star Hack Saw Blades meet these requirements. 


Makers Since 1883 


STAR HACK SAW BLADES 


CLEMSON BROS., INC. MIDDLETOWN, N. Y. 
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STANLEY MERCHANDISING HINTS 
sh SUBJECT No. 34 


ad = 








Adjustable Tension Spring Hinges 


os ws. 
= | 7 Il. Made of heavy wrought steel. 
2. The barrel and one leaf of the hinge 
Vat Me ask- Tel iamelal-m el (-lel-mmr-leleilale mm com ne 
Sada -lalehiame-lalemollia-lellita ge 


The spring is made of the best tem- 
ela -10 M3 (-1-] dla 


The tension of the spring can be 
regulated to close the door quickly 
or slowly. 


The design of the hinge provides two 
vertical bearings whether applied 
on a right or left hand door. 


6. Buttontips add to their attractiveness. 





These are the latest type of Stanley 
Spring Hinges. 


They are designed for use on 
screen doors of dwellings, store en- 
trances, etc., receiving .unusual > 

: Stanley Adjustable Tension Spring Hinges 
service. Nos. 152 and 154 








) Made full surface under Class : 

y Stanley makes a complete line of wood- 
eg ' No. 154 and half surface under . working tools i in keeping with the high 
Class No. 152. 
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‘\ ff THE STANLEY WORKS, NEW BRITAIN, CONN. 
New York Chicago San Francisco Los Angeles Seattle 
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STANLEY HARDWARE 


MADE OF STANLEY STEEL 
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Always Made From Open Hearth Steel 





The long service that poultry owners get from 
WICKWIRE BROTHERS Poultry Netting is due 
largely to the materials used in making it. 

In all of our Poultry Netting, as well as all of our 
wire products, we use Open Hearth Steel Exclu- 
sively. This steel is far more rust resisting than 
Bessemer. The good galvanizing adds to this pro- 
tection. 


WICK WIRE BROTHERS 
Hexagon Poultry Netting 


LOOKING INTo 
THE FUTURE 
The wire used in this netting is drawn right here in 
our own mills at Cortland. All processing through 
the Steel Plant, Rod Mill and Wire Mill is done 
under our personal supervision. For more than 50 
years WICKWIRE BROTHERS products have 
been known for their unvarying quality. 

All three styles of Poultry Netting, Hexagon, 
Graduated and “W. W.” are furnished either gal- 
vanized before or galvanized after weaving. 

Our Galvanized Poultry Staples are also a quality 
product. 


YourJobber will supply vou. 
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Snow Means Sales for McKay Dealers 


Snowy days are selling days for McKay 


NATIONAL 
AUTOMOBILE SHOWS 
1927 


Dealers everywhere. The “long life” of ~~ 
Spaces C-79-80-81 


McKay Tire Chains has been SOLD to coi tio 


Jan. 29th to Feb. 5th 
Spaces 120-121 


the American motorist. When he needs 
tire chains he thinks of McKays first. . 









There’s profit for YOU in the McKay line! 


UNITED STATES CHAIN & FORGING COMPANY 
UNION TRUST BUILDING PITTSBURGH, PA. 


* 





McKay Dealers get the bumper profits, too. With 
their line of McKay Red Bead Bumpers they have 
just the right bumper for every car—all bumpers 
that “add good looks and protect good looks.” 
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One of the many popular Car- 
borundum products is the Car- 
borundum Knife Sharpener. 


Sell it to the householder for 





I lt putting a quick, keen edge on 
| ~ carving, kitchen and paring 
knives, 


| f Ne Sell it to the hotels, cafes and 
: restaurants where they need it 
for keeping carving tools fit. 


Show the Carborundum Knife 
Sharpener in your window 
along with display of cutlery— 
we will be glad to help you 
make an effective showing with 
our special display features. 


Carborundum 


Sharpening Stones 
complete the 
tool kit. 


For all edge tools 


THE CARBORUNDUM COMPANY, Niacara Fa ts, N. Y. 








, A 
Carborundum is the Registered Trade Name . , ™ > . . . 
used by The Carborundum Company for Sili- Sates Orrices anD WareHousEs IN New York, Chicago, Boston, Philadelphia, Cleveland, 
oun Carbide. This Trade Mark is the exciu- a ‘ - " : ' ; > . : , 4 
ugaantitamamadian teams Detroit, Cincinnati, Pittsburgh, Grand Rapids, Milwaukee 

The Carborundum Co., Ltd., Manchester, Eng. 











~ 
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PERFECT 
TEMPER 





The best known 
and known as 
THE BEST 


AC 


a 


MAY 7'"& APRIL 29121889 SY 


KELLY AXE MFG CO 


( CHARLESTON W.VA. 
«0 ‘US A: Chr, 


The World’s Finest 


Kelly Axe & Tool Co. 
Charleston, W. Va., U. S. A. 
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Glad Tidings 


Ihe Book of Books of the Hardware Trade—lists, illustrates and‘describes the 
products of American Manufacturers of hardware and kindred products for the 
special use of the Wholesale and Retail Hardware Buyer. 


Over 10,000 jobbers and dealers have pleased us greatly by saying it helps 
them daily, lightens their buying problems, saves their time and makes possible 
many additional sales. 


We extend to them and to all other Hardware Buyers Catalog users Sincere 
Holiday Greetings and Best Wishes that 1926 has been their most prosperous 
year and that 1927 will be even more so. 


Throughout the year we shall be found—-working shoulder to shoulder with 
them, to make it so. We can be counted on to supply needed, useful buying 
information at all times. 









HARDWARE BUYERS CATALOG 
239 W. 39TH ST., NEW YORK 
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Jobbers proclaim this the 


finest ironing table they 
have ever seen 


Oe ee — 


RID JID Dole 








——/ 
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The Rid-Jid “‘De Luxe’”’ ironing table is robed with a felt pad which is cov- 
ered by an immaculate white shield. Legs are varnished—the ends of the 
three legs are covered by heavy, red rubber shoes, the soles of which are, | 
ribbed. 

i 


THE J. R. CLARK COMPANY 5 
Minneapolis, Minnesota S 


Largest manufacturers of household woodenware and ladders 
Write for complete catalog of our entire line } 
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The Season’s Greetings 


There is a sentiment in business—an honest sentiment that makes for friend- 
ship and confidence. At the Christmas season it is fitting to acknowledge 
those traits of character and personality that are so often the real factors in 
a pleasant business relationship. 


To our Peerless jobbers and dealers we give our appreciation for your 
interest and loyalty and wish you happiness and prosperity for the coming 
year. 
THE PEERLESS ELECTRIC COMPANY 
Warren, Ohio 
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UNIFORM SUCTION 
and a Self Cleaning Brush 


The suction at the ends of the The special, detachable, station- 
nozzle is equally as strong as in ary brush cleans itself — thus 
the center. This is animportant doing away with considerable 


VULCAN feature. bother. 



















Made especially for the 
HARDWARE TRADE 


Made for the trade—with a rigid policy of protection 
for both jobber and dealer. It is a quality cleaner at 
a fair price. The listing is $45.00 (including a full 
set of attachments). And discounts are attractive. 


Dealers wishing to sell the VULCAN on the easy payment 
plan, can be accomodated. 


The VULCAN ranks among the most efficient of 
straight suction cleaners. It is made and guaranteed 
by one of the largest and oldest vacuum cleaner 
makers in the world. 


It appeals to the housewife. It is easy to operate, 
and so simply and sturdily constructed that practi- 
cally nothing can get out of order. A rubber bumper 
protects furniture—a trigger switch in the handle 
gives instant control—a nozzle adjustment screw 
gives accurate cleaning—a strong, durable, high- 
speed motor—and many other efficiency features— 
make the VULCAN the right cleaner for you. 


Write or wire us, or your nearest jobber. 


he NEw 


VULCAN 


VACUUM CLEANER 


Electric Vacuum Cleaner Co., Inc. 


1744. Ivanhoe Rd. Cleveland, O. st 
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AMERICAN 


SCREW 
COMPANY 

















Wood Screws Machine Screws 
Stove Bolts Tire Bolts 





Largest Stock 
Greatest Assortment 


wi 3 


Providence, Rhode Island 


Western Depot 
225 West Randolph Street, Chicago, Illinois 




















December 28, 1926 
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Merry Christmas Greetings 
and Best Wishes for the New Year 


Sent in Cordial Appreciation of 
Your Good Will and Patronage 


Which We Treasure Among Our 
Greatest Assets. 
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THE PECK, STOW & 
, WILCOX COMPANY 


“A Southington, Conn., U. S. A. ; 


CASSIS PSII BiB AAA AAD BBE 
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C¢ The Murphy Varnish Company once told me that it finish, that name would stand for a good job faith- 
was not its ambition to have the largest varnish busi- fully done and fully delivered. If that way of doing 
ness in the world, but to be sure that wherever the name things should lead to the largest varnish business in 
Murphy appears upon a can of varnish, or any other the world, well and good, but not on any other terms. 99 


NOW YOU CAN 


harmonize the radiator 


WITH THE DECORATIVE SCHEME 


Murphy Brushing Lacquer makes a good durable radiator finish. 

This is interesting and important to the painter, the archi- 
tect and the interior decorator because this new material comes 
in a sufficiently wide range of colors to fit into any scheme of 
decoration. 

Heating engineers further vouch tor the fact that the lighter 
colors which Murphy Brushing Lacquer puts within your reach 
permit more heat radiation than the metallic aluminum and 
bronze paints now in common use. 

Murphy Brushing Lacquer has all the advantages of the 
lacquer type of finish, quick drying, resistance to heat and cold, 
water and steam. The colors are non-fading and the white re- 
sists the tendency to turn yellow more successfully than most 
white enamels. | 

Recommend Murphy Brushing Lacquer for radiators. A 


color card will be sent you gladly at your request. 


Murph 
BRUSHIN of acquer 





MURPHY VARNISH COMPANY 


NEWARK -. CHICAGO: SAN FRANCISCO : MONTREAL 
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ASK FOR DUCO BY NAME* 


UST figure for yourself what it means 








to your business, to your entire busi- 
ness, to have a leader in the paint line—a 
specialty that is known BY NAME to three 
out of every four customers who come into 
your store! 


(*A recent national survey by another company 
showed that 79 per cent of the people asked 


knew Duco by name. Details on request.) 


Wire or Write for Introductory Proposition 











E. I. DU PONT DE NEMOURS & CO., Inc. 
3500 Gray’s Ferry Road, Philadelphia, Pa. 


2100 Elston Avenue Everett Station No. 49 569 Mission Street 
Chicago, IIl. Boston, Mass. San Francisco, Cal. 
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, Lecquer 
WING ENAR 


WHITER 


Applied 
Easily 
Quickly 





Beauty 


Lustrous 







Endurin g 


A FAST SELLING!?! 
CUSTOMER PLEASING!! 
REPEAT SALES GETTER! 


Your customers will like ZAPON 


— because: 
ODORLESS — Different from any other brushing lacquer 


on the market. Has no “banana” or other offensive odor. 


[his big sales feature is exclusive with ZAPON. 
QUICK DRYING — Dries in one hour. Yet, ZAPON 


dries slowest to touch—thus allowing plenty of time to apply. 


EASILY APPLIED— ZAPON is heavy-bodied and 
flows out smoothly under the brush —and stays wet long enough 
to level out free from brush marks and laps. 


DURABLE and BEAUTIFUL — ir’; 


hard and tough — but never rough.” That’s 
ZAPON. Waterproof, craze, crack, check, chalk, 
peel and grease proof. A ZAPON finish is chemi- 
cally stable when dry. It is rich and mellow and the 
colors will not fade or grow dim with age. 


SAF E— Non-toxic. Contains no benzol. 
RELIABLE — Made by THE ZAPON COM.- 


PANY, the oldest and large st exclusive manufacturer 
of py roxylin lacquers in the world. 





YOSANO) O37! YQKf) 
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‘“‘Wisdom selects it—water respects it’’ 


THE ZAPON COMPANY 
247 Park Ave., New York City 


Branches in principal cities 








The recognized standard since 1884 


THE ZAPON COMPANY 
247 Park Ave., New York City 


Please send samples of Zapon Flowing 
Lacquer Finishes free of charge. 





Name ______. 


Firm name. 


Address a ee 
City __. Se P 
Se a ee a : 




















The Most Beautiful Shelf Stock 


4 You’ve Ever Seen! 


— 22 HOROUGHLY protected. Instantly 
accessible. Every sheet fresh, flat, 
clean. Neatpak Boxes (patent ap- 
plied for) strong, durable, different, 
superior. Interesting discounts. 
UNITED STATES 
SAND PAPER CO. 
Williamsport, Pa. 


NewYork San Francisco Boston 
Chicago Philadelphia Detroit 
























Increase Your 
Paint Turnovers 


The quickest and surest way to do this is to 


keep posted on what other dealers are doing. 


One tried and proven way to increase your 
Paint Turnovers is to dress your show windows 
so they will positively TALK PAINT. 


Another plan is to hold a Demonstration Day 
Still another 


plan that is very successful is to “follow up” 


and get the people to your store. 
every building prospect in your locality. 


All these methods and many others are inter- 
estingly presented in the Special Paint and 
Varnish Issues (the fourth issue of each month), 
in Hardware Age. It will pay you to read the 
articles on Increasing Your Paint Sales in these 


issues. 


HARDWARE AGE 
239 West Thirty-ninth Street, New York 





December 23, 1926 





tei} 


we 


PEE ee es 


yh 


et 


P A 
o 
e 
¥> 
=~ 
© 
= 


DALLAS 


L 


LOS ANGELES 








CHICAGO- BROOKLYN 








site OS pe 

















6 


| MAaTIN vapersnts 
Prost tes edenter tert 












































because -— 


FOSSIL GUMS when used 
in varnish have excellent 
linseed oil absorbing and 
amalgamating powers, and 
form a hard, tough, dur- 
able and elastic film. 


Substitutes for fossil 
gums are rosin or ester 
gum (treated rosin). 


LINSEED OIL dries, by the 
absorption of oxygen, to a 
most elastic and durable 


film. 
CHINA WOOD OIL is the 


most water-resisting oil 
commonly used in Varnish 
manufacture. 


When combined with 
linseed oil and fossil gums 
in the proper proportion it 
makes a Varnish film more 
waterproof. 


TURPENTINE is the most 
satisfactory solvent and 
thinner for a long-oil fos- 
sil gum Varnish. It dries 
partly by absorbing oxy- 
gen from the air, and in the 
drying of Varnish the film 
of vegetable origin thus 
created, readily combines 
with the film of fossil gum 
and oil (both of vegetable 
origin). 

Mineral spirits (naph- 
tha, benzine, kerosene and 
gasoline), all distilled from 
petroleum, evaporate rap- 
idly and completely and do 
not benefit the Varnish 
film. 


Know what you 
buy 
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Note the attractive arrangement of this window, on 
Valspar and Valspar in Colors exclusively. The dis- 
play material, animated hot water test sign, chair and 
color cards make this window unusually effective. 











Profit from your windows! 


When a well-known department store like Fowler, Dick & 
Walker of Wilkes-Barre, Pa., singles out Valspar for an exclusive 
window display from the many hundred other items that it carries 
—not once but many times during the year, it proves two things: 


First: That attractive window displays move the goods! 
Second: That Valspar is a profitable leader worth pushing! 


A bright, sparkling window filled with good merchandise, 
attractively arranged, will bring in the profits,for any store, big 
or small. But if the merchandise on display is well known like 
Valspar through extensive advertising, your sales will be far 
greater than with merchandise that is not so well known. That’s 
just plain common sense. 


So it pays to push products like Valspar: it saves your time, 
you sell more goods, you win satisfied customers. All of which 
means more money in the cash register for you. 


VALENTINE’S 


LSPAR 


The Varnish That Won't Turn White 
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“a FULLER & CO., Pacific ¢ 
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VALSPARKS 


« + + 


Good windows make money. 
That’s why progressive merchants 
pay hard cash to dress them well 
and often. 


* * + 


A good window is the mark of 
a progressive dealer. 


* * 


Does your window sell more 
goods than your competitor’s ’ 


« ¥ * 


If the passerby has seen our na- 
tional advertising, your window 
display will remind him to come 
in and buy. 


* + * 
Variety is the spice of life: so 
change your windows frequently. 
: 7 - * 


Good lighting helps a good win- 


dow. 
7 * * 


Don’t clutter up your window 
with too many things. 

* * * 
Have one central feature to at- 
tract attention. 


. + * 


VALENTINE & COMPAN Y 
Established 1832 


Largest manufacturers of high-grade 
varnishes in the worl 
NEW YORK CHICAGO 
BOSTON 
TORONTO PARIS LONDON 


AMSTERDAM 
oast j 
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F,.C.ATKINS & CO. 


ESTABLISHED 1857 THE SILVER STEEL SAW PEOPLE 


Home Office and Factory, INDIANAPOLIS, INDIANA 
Canadian Factory, Hamilton Ontario 
Machine Knife Factory, Lancaster N.Y. 


Branches Carrying Complete Stocks In The Following Citheas 


San Francieco 
o> New Orleans Senttle 
P New York City Paris. France 


Minnenpetio Portiand.Ore. = vVencouver,B.C 
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Mr. HAPPYMAN 


SAYS: 


“Start the New Year Right” 


“There is scarcely an able- 
bodied man between fifteen 
and ninety-five who can pass 
a brand new saw without 


coveting it. 


Speaking of the fifteen-year- 
old saw user—are you awake 
to the possibilities of orders 
for saws from the industrial, 
vocational and manual train- 
ing schools?” 


Let us help you get this 
business. Send us lists of 
all the saw users in your 
town, and we will surprise 
you with the large amount 
of business we will help you 
obtain. 


A Perfect Saw 


for Every Purpose 


ATKINS 


SILVER 
STEEL 
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A Bulls Eye 


N this issue of HARDWARE AGE 

you will find a veritable man- 
ual of merchandising information. 
HARDWARE AGE aims to be of ser- 
vice to you in the solution of the 
many problems incidental to the 
conduct of your business and to 
place before you practical and 
workable ideas, the worth of which 
has already been demonstrated. 

This jnformation is only as valu- 
able as you make it. It’s up to you. 





Jobbers’ Salesman Has Read Hard- 

ware Age Twenty-two Years 

“I have been reading the HArRpD- 
WARE AGE for twenty-two years. 
It is placed in my grip before I 
leave every week. Hardware sales- 
men and merchants would become 
better equipped if they would read 
it more _ thoroughly. — Sincerely 
yours, Hugh K. Wilson, (Signed) 
Witte Hardware Company, St. 
Louis, Mo. 





Retail Salesman Gets Larger Sal- 
ary Through Reading Hardware 
Age 
“Your paper has been worth 
many times the cost to me. I be- 
lieve I would not be getting near 
as large a salary as I am now re- 
ceiving, had it not been for the 
helps I get from the HARDWARE 
AGE.” — Asa L. Farrow, Flint, 

Mich. 
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The reasonable price of genuine forged 
iron hardware by McKinney has re- 
moved the need for carrying imitations 


HE time has 
passed when 
imitations of 
forged iron hardware 
are acceptable to the public. 
The very active revival 
of interest in this artistic 
hardware for modern build- 
ing has brought forth 
abundant and favorable edi- 
torial comment. 
»This educational work 


coupled with the clarity of McKinney ad- 
vertising has developed on the part of the 
public a genuine appreciation of the au- | 
thentic in design and surface texture. 

The ambition of the early masters was 


to achieve their crisp de- 
signs and to produce a sur- 
face as smooth as possible 
with the tools available. 

The erroneous idea held 
in some quarters that a 


pock-marked piece of metal was a good 
imitation has been dispelled entirely. 


McKINNEY 


FORGED IRON 


HARDWARE 


MAIL THIS COUPON 





McKinney’s great contri- 
bution during this revival 
of interest has been the 
solving of application prob- 
lems and producing replicas 
in design and texture of 
famous original pieces, so 
that without hand work on 


the job they fit accurately in place. 

Two other McKinney contributions 
which have made this hardware so much 
in demand are the perfection of a more 
lasting finish and the extremely reasonable 


pricing which has placed 
this hardware within the 
reach of all. 

Use the coupon if you 
have not received full in- 
formation on McKinney 


Forged Iron Hardware and Lanterns. Send 
to McKinney Mfg. Co., Pittsburgh, Pa. 








Na me peacesesssphenanationast 


Forge Division, McKinney Manuracturtnc Company, Pittsburgh, Pa. 
Please send catalog entitled “‘ Forged Iron Hardware by McKinney”’ to 
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The Menace of 


Special Prices 


NE of the reasons for inadequate 
profits and correspondingly high over- 
head costs in retail hardware stores 
lies in the mistaken policy of special 
prices granted to certain groups of 
customers, who are not entitled to 
them. 
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In many cities and towns today, employees of banks, manufac- 
turing establishments, municipalities, etc., are able to buy hardware 
items from retail stores at prices below those accorded the general 
public. Members of various organizations, associations and socie- 
ties are likewise favored with price reductions. 


Why should the nature of a man’s employment carry with it the 
privilege to buy his hardware at reduced prices? 


Why should membership in some organization or association out- 
side the realm of hardware entitle a person to special hardware 
discounts? 


There is no reason. There never was a reason. A few weak- 
kneed hardware men fell for smoothly worded arguments or implied 
threats “‘to trade elsewhere,”’ and the trade generally followed suit. 
The special price became a custom, and customs are difficult to 
change. 


The whole system is unsound in principle, uneconomic and 
palpably unfair. 


It is unsound because these special discounts are not taken into 
consideration when prices are figured; because it is an opening wedge 
to reduced margins and reduced profits. 


It is uneconomic because the merchant is entitled to a fair profit, 
and any depreciation of that profit undermines the whole fabric of 
retail merchandising. 
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Fe It is unfair because it favors certain classes and discriminates against 
others who are as much or more entitled to price privileges. 


Where is the consistency in complaining of low margins, and then 
arbitrarily reducing the same margins of which we complain? What 
inducement is there for the manufacturer to increase the margin on 
his merchandise if the retailer deliberately gives away the opportu- 
nity for increased profit? 


The menace of special discounts is growing. Every year there is 
a substantial increase in the number of those who expect preferen- 
tial prices. Unless the tendency is promptly checked, it will soon 
reach a point where it will be almost impossible to check it. 





If the bank employee receives special prices, why not the farmer, 
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© the carpenter, the painter, the office worker, the day laborer, arid 
ry the odd job man? One is as much entitled to price favors as the 
other. 


Then there is the question of confidence. How long will the con- 
fidence of the buying public at large stand the strain of regular 
prices for the majority, and special prices for the favored few? Rest 
assured the farmer, the carpenter, the painter, the office man and the 
laborer will soon know all about the special prices granted the bank 
clerk and the organization member. There is no such thing as a 
confidential special price in a re- 














e tail store. 
. As R. J. Atkinson aptly says: 
a If the hardware retailers of this Resolution unanimously adopted at 
oe _ : meeting of Brooklyn Hardware Dealers 
a country continue to bow submis- oe , - Johnson Building, 
- H on December 9, . 
sion to every organized .threat WHEREAS, there has been a growing 
. ° ° custom among retail stores to grant 
: which attacks their margin and special discounts to Civil Service em- 
oe . ployees, Veterans of the World War pur- 
2s business—Good Bye, Hardware chasing through Army and Navy Stores, 
s ‘ : bank employees, and other organizations, 
Ee Retailer. by which these members gre afforded 
a a reduction in sale price; and 
Bi Th kl al bel gyre this —- — > mo 
+8 ™ to the retailer and to the purchasing 
* © Broo heey Hardware De public, as a discrimination unwarranted 
“s ers Association has gone on rec- one , oe gemin of good business; There- 
ore it 
ord against the special discount. RESOLVED, that the Brooklyn Hard- 
. ae . ware Dealers Association, at meeting 
J Other associations should do like- duly assembled, hereby protest against 
a8 é : s any discounts being afforded to any 
a wise. The coming convention members of any organization because 
= a. 3 of their a = Sa ~ 
rtu some organization, and that the sa 
ig aries = Hf sions eo i : mity to a and its members resolve ae 
i ™ they will in no event grant any suc 
bt ie, oo oe _— ae mon discount; and be it further 
Fe ace. RESOLVED, that a copy of this reso- 
fe lution be sent to the Brooklyn Chamber 
a of Commerce, with a request that it use 
a its efforts to not only discourage, but 
mo aid in stopping this system so destruc- 
ye tive of the retail business, and unfair 
ae to the purchasing public. 
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Selling Paint Successfully in a Small Town 


Three things are necessary—-a good brand of 
paint, a dealer with the confidence of his towns- 
folk and continual sales promotion work. 


N order to sell paint successfully in a small town, 

three things are necessary—a good brand of paint, a 

dealer who has the confidence of his townsfolk, who is 
willing to give his personal guarantee with every can 
of paint sold, and continual sales promotion work. That 
in substance is the opinion, based on personal experi- 
ence, of L. Schluckebier, president of the Schluckebier 
Hardware Co., Petaluma, Cal. 

Selecting a good brand of paint is a matter of educa- 
tion and experience, Mr. Schluckebier believes. It is 
something which he thinks that every merchant must 
solve for himself. The only sure way, he says, is by 
making personal experiments in the climate where the 
paint is to be used. Besides that, the opinion of men 
in the community, and the desires and purchasing power 
of prospective customers should be taken into considera- 
tion. If the merchantéean afford the time, Mr. Schlucke- 
bier believes, he should visit at least two paint factories 
so that he can learn all he is able to assimilate about 
the way paint is made. Incidentally, if a dealer has a 
store large enough to warrant placing one man in charge 
of the paint department, Mr. Schluckebier thinks that 
such a department head should be given every advantage 
to learn all that he possibly can about paints, oils, var- 
nishes and brushes. 

In a small community every dealer is known. Only 
those can survive who earn the confidence and good will 
of the people of that community. The personal guarantee, 
which many city merchants believe is a bad thing for the 
retailer, is virtually essential for the small town dealer. It 
is part of his stock in trade. Few small town merchants 
could hope to succeed if they refused to give their per- 
sonal guarantee with the goods they sold their neighbors. 
A merchant can't give his guarantee unless he knows his 
merchandise. That is an- 
other reason for a careful 
selection of a good brand of 
paint and for a_ thorough 
knowledge of its properties 
and qualities. 

Despite the neighborliness 
of the small town, the aver- 
age hardware merchant in 
rural communities is obliged 
to compete, not only with 
other hardware dealers in 
the same town, but with 
chain stores, sales syndicates, 
house-to-house peddlers and 
mail order houses, to sav 
nothing of the competition of 
the city stores, now so easily 
accessible by motor car. In 
order to compete  success- 


The Schluckebier Hard- 
ware Co., Petaluma, Cal., 
keeps this window fresh 
and attractive. The re- 
sults indicate that it pays. 





fully, a dealer must face the facts of modern merchandis- 
ing. Mr. Schluckebier believes that unless a small town 
merchant does continual sales promotion work, his over- 
head will mount and his sales will fall off below the point 
of commercial safety. 

By sales promotion work, as applied to paint, as well 
as other lines, Mr. Schluckebier includes the following : 
Personal contact with neighbors, individually and by 
means of local social and civic organizations ; advertising 
in the local newspaper ; support both financial and moral 
of all good social and civic associations ; cooperation with 
other merchants of the community; modern store ar- 
rangement, window displays (which should frequently 
be changed) and general up-to-date methods; special 
sales occasionally ; special catering to women customers 
(who do most of the buying) ; the introduction of new 
lines of specialties for the holiday trade. Mr. Schlucke- 
bier also believes that “if the farmer can’t come to you 
that you should go to the farmer.” 

Mr. Schluckebier has found it profitable to give away, 
occasionally, sample cans of paint to farmers and others 
who at the time had no intention of buying paint. In- 
variably, he says, he has found that the sample cans are 
taken home and used, and that it leads to the making of 
new paint customers, who, when they see the new paint 
applied where it is most needed are strongly reminded 
that many other articles look worse than ever for the 
want of paint. It can easily be understood what a strong 
argument this giving of small samples would be in the 
selling of more and better paint. No advertising could 
be more convincing and forceful and it is doubtful 
whether it will be any more costly than white space. 
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Putty and Art Make Attractive Window Display 


Waukegan, IIl., hardware store finds way to sell $1.50 worth of 
putty where only 25 cents worth was sold before. Many acces- 
sory items added to sales. 





raz 


Putty is ordinarily used to fill cracks, nail holes and joints, but it can also be 
used in other and more profitable ways, as this story will show. Look over your 
stock. Perhaps there are other lines which can be similarly handled. 
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HERI are some people who claim that there 1s 

nothing romantic or even different in the hard- 

ware business day after day. However, Charles 
Haecker, who has charge of the window trimming at 
Frank Burke's store, Waukegan, IIl., does not belong to 
that class, and if he finds that things in general are show- 
ing some speed he helps them out. 

Almost every hardware store has tucked back in some 
corner of its paint department a few packages of water 
putty. It is ordinarily used by carpenters and painters 
to fill cracks, nail holes and joints and is looked upon as 
a rather prosaic item of merchandise. However, Mr. 
Haecker recently found an artist who was using the putty 
to cover various pieces of old bric-a-brac, leaving the 
surface rough, and then giving it a coat of lacquer, the 
whole resulting in very attractive gift novelties. Sens- 
ing an opportunity for.additional sales, Mr. Haecker 
and Miss Ruth Douglas, also employed in the hardware 
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store, soon learned the rather simple knack of this new 
art work, and then sought to give the idea publicity. 

A window display was installed with a center piece 
of putty packages surrounded by finished vases, book- 
ends, candlesticks, umbrella stands and like items, with 
placards giving some idea as to how the work was done. 
This window, in the five days that it remained in place, 
was responsible for over 60 sales, with many others com- 
ing afterward. The nice part of these sales is the fact 
that they were not merely sales of a 25 cent package of 
putty, but each transaction averaged $1.50, for the puttv 
art work necessitated lacquer, turpentine, colors in oil, 
thinner, brushes and putty knives. Also in addition to 
these actual sales, the whole gift department received con- 
siderable benefit from the window display, and the store 
has gained the reputation of having developed a new and 
practical art. 


HOUSTONS ROCK HARD 
WATER DUTTY 
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This window, in the five days that it remained in place, was responsible for over 60 sales, with many others coming after- 


ward. Extra sales of lacquer, turpentine, colors in oil, thinner, brushes and putty knives also resulted. 
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An American Character Study 


By Saunders Norvell 


Epitor’s Note.—Mr. Norvell tells in this highly interesting 
article the story of the remarkable rise of an American business 
man from the comparative obscurity of a small prairie village 
in a southern State to prominence in the world of business. It 
ts a veritable romance of American commercial life. 


T was a hot day in August in the early eighties. A 
freckle-faced, blue-eyed, barefooted boy, wearing a 
battered straw hat, lounged against a baggage truck 

chatting with the shabby overalled station agent. The 
town was in Texas, and the train from Dallas, just 30 
miles away, was due. The somnolent village baked in 
the summer sun. The season had been dry and there 
were deep cracks in the crust of the black waxy soil. 
This was long before the black bottom dance, originated 
by the negroes, had become popular in the night clubs 
of New York! The motive of this dance is the idea 
that the feet of the dancer are stuck in the gummy 
soil and therefore the contortions of the body are mainly 
from the hips. 

In that country were miles and miles of cotton plants 
growing in this rich, black soil. As the barefooted boy 
looked toward Dallas along the shining, hot bands of steel 
that converged in the hazy distance, the fields of cotton, 
clear to the horizon, undulated and danced in the shiver- 
ing heat. Finally, far away on the horizon, there was 
smoke and then, with an increasing crescendo of roars 
and rattles, the hissing of steam and the crunching of 
brakes, the Dallas train came to a stop at the station. A 
conductor, in his*seedy, brass-buttoned uniform, dropped 
to the platform of the”station as the train stopped. At 
the rear, a brakeman, also in a uniform that had borne 
the brunt of many trips, swung out over the steps. 

Only one passenger alighted. He was a ruddy-faced, 
white-mustached, white-haired, elderly man. In one hand 
he carried a battered leather grip; in the other hand, a 
sample case. The station agent ran his truck up along- 
side of the baggage car and a salesman’s trunk of cut- 
lery samples Was unceremoniously dumped on the truck. 
The fireman pulled the bell cord. The bell clanged. 
With long, deep puffs that grew shorter and shorter 
as the train got under way, the engine pulled the sway- 
ing and rattling cars out of the station into the dim 
distance of the cotton fields. The freckle-faced boy 
took the two grips from the hands of the elderly cut- 
lery salesman, and chatting pleasantly, the old gentle- 
man and the boy slowly walked in the heat to the 
leading hotel. 

The boy who met the trains and carried the baggage 
of the guests was a son of the proprietor of the hotel. 
He is the hero of this story. He was then called 
“Charlie Reierson” and to this day, his friends all over 
this wide country still hail him as “Charlie.” So, as 
we tell this “success” story of how this boy worked his 
way up from carrying salesmen’s grips to the presidency 
of one of the largest and richest corporations in the 
world, we also, taking advantage of our many years of 
friendship, will call him “Charlie.” 

Charlie was born in the little town of Prairieville 
in the year 1873 and so, when our story begins, he was 
13 years of age. Up to this time, with interruptions, he 
had attended the village school. When he started on 





his own into the world on the Great Adventure at the 
age of 13, he was not loaded down with a mass of 
information gathered out of books, most of which is 
not true. However, he was a close observer—he studied 
men; he had a keen sense of humor and he had an 
engaging smile, and these three things are valuable as- 
sets in the equipment of any enterprising youth. He 
also had courage. 

The attractions of this metropolitan center palled upon 
the adventurous spirit of our hero. Like Dick Whitting- 
ton and many another boy in story, he dreamed of far- 
away lands; of countries waiting to be conquered, of 
wealth, power and high station; of great cities, richer 
than the dreams of Croesus, where his name would be a 
password and where his seat would be among the mighty ! 

Such were his dreams when he invested all of his 
savings in a railroad ticket to San Antonio, looked for 
a job and got one, with a wholesale grain firm, at the 
monumental compensation of $3 per week. He was gen- 
eral utility boy about the place. He ran errands, car- 
ried messages, copied the letters in the old-fashioned 
letterpress and made himself more or less useful and 
obnoxious! 

Here his training as a member of the Ways and 
Means Committee had its beginning. ‘There were to 
be no remittances from home. He had burned his 
bridges behind him. He was too proud to ask for help. 
His first problem was how to live independently on $3 
per week and here is how he solved this problem: He 
secured a room with another young man and bis share 
of the cost of this room was $1 per week. ‘hat left 
$2 for food and entertainment. Before he considered 


attending any of the night clubs in San Antonio of that’ 
day, he had to figure out the food problem. This prob-: 


lem was the more pressing! 

There were 21 regular meals to be obtained out of 
the $2 surplus. He tells me this was his first problem 
in high financing. Such a thing as buying any clothing 
or shoes for the present was entirely out of the ques- 
tion. Therefore the clothing budget was postponed 
until a later date. Charlie found a place where, for a 
dime, they supplied three extra large battercakes and 
all the necessary butter and syrup to cover these cakes ; 
in addition, they supplied a large cup of coffee. This 
was his regular breakfast for one full year. 

Then came the problem of luncheon. San Antonio at 
that time was a great brewery town. There was strong 
rivalry between the breweries. Beer saloons set up 
cheap lunches. By. going scouting among the saloons, 
Charlie found that the largest and best lunch for the 
price was in a place called: “Van’s Cave,” a saloon 
in the basement of a building. You invested 5c. in a 
big glass of beer and you annexed a deep bowl of thick, 
nourishing soup, always a piece of meat, always two 
vegetables, one of which was a potato, and two thick 
slices of bread—and for all this he paid 5c. It was, 
of course, a losing proposition for the saloon, but com- 
petition was keen and in those days there was treating— 
“Well, boys, let’s have another!” The profit on beer, 
even at 5c., was very good and, like many of our cus- 
tomers who buy our snaps from us and then pass us 
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up on our profitable lines, Charlie took the lunch, one 
glass of beer and ducked! He was not a profitable cus- 
tomer ! 

The next problem in the day’s work was dinner. It 
is surprising, when one starts out with necessity fol- 
lowing closely at one’s heels, what can be discovered! 
Necessity is not only the mother of invention but she 
is the mother of a whole brood of other interesting 
experiences ! 

On the plaza of the good old town of San Antonio 
was a chile con carne stand. Over the fortunes of 
this business enterprise presided a big-hearted woman. 
The blue-eyed Charlie, with his freckled face and his 
contagious smile, appealed to the motherly instincts of 
this good soul. So she heaped a full plate for him of 
chile con carne, beans and bread, and sometimes she just 
threw in a slice of pie. She did not mind how many 
helpings this hungry boy would take, and the entire 
bill was 10c.—never more and never less. The kindly 
woman, like the saloon, lost money on Charlie, but she 
drew dividends in his humorous conversation, and his 
irrepressible smile warmed the cockles of her dear old 
heart. 

Now you see, food cost 25c. per day, seven days in 
the week. This was $1.75 out of $2. Our young finan- 
cier had a margin left of 25c. at the end of the week. 

But there was the laundry problem. On the banks 
of that winding, much-bridged river in San Antonio 
lived a Chink who made his honest living conducting one 
of these all-day and all-night laundries. I can remember 
when, as a boy myself, I thought that the same China- 
man worked all day and all night, but after a while 
I discovered that they saved rent and held down over- 
head by having three or four crews of Chinamen work 
in the same premises! 

Delivering laundry to this place for one of his em- 
ployers, the future president of the Remington Arms 
Co. made the acquaintance of one of the Chinks. This 
Chink was ambitious. He wished to learn the English 
language, so an agreement was drawn up and entered 
into, by which, for three nights a week, Charlie gave this 
Chink lessons in English-as-she-is-spoke, and in return, 
the Chink did Charlie’s laundry free. 

Years afterward, when Charlie visited his home town, 
a highly educated Chinese missionary was making a 
farewell address to the church before going to China 
to convert the heathen. As usual in the church, after 
the eloquent address on the part of this missionary, the 
townspeople formed in line to shake his hand and give 
the missionary their farewell blessing. There was 
something familiar about this Chinaman. Suddenly 
Charlie’s memory worked. Lo and behold! it was G. 
Sing Quah, the same Chinaman that Charlie had started 
on his English education. Afterward, Mr. Quah went 
to college. He became learned. He was converted to 
Christianity and now he was on his way back to his 
own country under the auspices of the Foreign Mis- 
sionary Board. Imagine Mr. Quah’s delight when 
Charlie called him by name and recalled the many 
pleasant evenings that the Occident and the Orient had 
spent together conjugating English verbs. As Charlie 
himself retired from his scholastic studies at the mature 
age of 13, we wonder just what courses in English 
literature he passed out to that Chink!! 

The great objection to a large salary is in the fact 
that it takes so much time to spend the salary. There- 
fore the opposite is also true. The advantage of a 
small salary is in the fact that one has time for self- 
improvement. The man who is broke; who does not 
give any parties; who has no business to place, does 
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not have his studies interrupted! So, being poor again 
vindicates Emerson’s Law of Compensation! 

At this time, Charlie Reierson’s room-mate was Harry 
Mills, who had beefi an expert shorthand reporter in 
the United States Senate in Washington. Having a 
bronchial trouble, he had come to San Antonio on ac- 
count of the climate. As neither Charlie nor Harry had 
money to spend on the White Lights, they had to remain 
in their single room. Time hung heavy on their hands. 
They bought one paper every Sunday—one Sunday 
Harry bought it and the next Sunday Charlie bought 
it. That paper was thoroughly and carefully read. It 
supplied literary pabulum to these young men for an 
entire week ! 

But, what is of more importance, Harry proceeded to 
teach Charlie shorthand and not only did Harry teach 
it, but Charlie /earned it. Now, young hardware men 
on small salaries, please absorb and inwardly digest this 
point: Charlie was willing and hungry to learn; he was 
willing to study; he was willing to work. After a while 
we see him taking down talks from Harry at the rate 
of 80 words per minute. Then Harry made Charlie 
write out all he said in longhand from his stenographic 
notes. When Charlie was slow at the job, Harry would 
give him a cussing out! At the end of the year, Charlie 
was a first-class, Al stenographer. Being able to take 
down conversations in shorthand was of immense value 
to him in his future career. The time is coming when 
shorthand will be a part of every liberal education. 

There is another advantage of short rations and wear- 
ing summer clothes in the winter time. It makes one 
discontented. It stirs up ambition. Once, in an after- 
dinner speech, a famous Northern general stated that the 
soldiers of the Confederacy were the best fighters the 
world ever produced, and the reason they fought so 
well was that they were brought up on fried food. This 
gave them indigestion and indigestion always makes a 
good fighter! 

The life that our hero was now living stirred up a 
feeling of discontent with his surroundings. He and 
Harry began to study the “Help Wanted” columns of 
their weekly paper. Finally, one day, they found an ad- 
vertisement for a clerk with the customs agent of the 
Mexican National Railroad at Nuevo Laredo, at the 
princely salary of $65 per month. It must be admitted, 
however, that this salary was in Mexican money, then 
worth fifty cents on the dollar. Harry staked Charlie 
for the price of a railroad ticket to Nuevo Laredo. 

Charlie went down and got the job. The customs 
agent a few days later left the office in charge of our 
hero and went to New York. Charlie had only gathered 
a little Spanish. Part of his job was selling railroad 
tickets. He soon discovered that it was against the 
principles of the natives to pay the asked price for any- 
thing! There were three classes of tickets sold at that 
time—first, second and third. Charlie would quote a na- 
tive all three prices. The native would ask for a reduction. 
He wished a bargain price. Charlie politely declined. 
Then the native would hang around the station until the 
train was just about to leave. Finally making up his 
mind that it was impossible to get a reduction, he would 
rush up to the ticket window, grumblingly pay the price 
of a third class ticket and catch the tail end of the train 
as it pulled out. Charlie worked in this customs office 
on the border between the United States and Mexico 
for a year. He improved his knowledge of the Spanish 
language. He could now cuss fluently in two languages, 
which, of course, is always an advantage! 


(To be continued) 
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NEVER AGAIN? 


HIS year when we tackle our annual Christmas dinner, we will prob- 
ably beam on the assembled family and friends, and make our reg- 
ular pre-meal remark: “‘This is just about the finest dinner I ever 

sat down to.” 


And then we will, in all probability, make good on the assertion by 
stuffing our weak, but willing stomachs with more rich food than any ordi- 
nary human stomach could hope to digest without putting in overtime. 

And then we'll finish up on nuts and candy and popcorn and Christmas 
cigars. And about 12.30 that night, we’ll begin to toss and turn on our bed, 
and dream dreams of elephants walking over our chest and sitting down on 
our solar plexus. 


And we'll wake up the following morning with our annual headache, :a 
dark brown taste in our mouth, and all our tender feelings transferred from 
our heart to the pit of our stomach. 

And then we’ll do as we did last year, and the year before, and innu- 
merable years farther back—we’ll hold up one hand, cast our eyes skyward 
and fervently murmur: “‘Never again.” | 

And then on New Year’s Day, just one week later, we’ll take our seat at 
another food-heavy table, and do the same things all over again. 

‘All of which makes us wonder how our New Year’s resolutions in regard 
to life and business will stand the strain of time and neglect and laziness 
and forgetfulness. 

Will we forget the pains of price-cutting; of unconditional guarantees; 
of unwise extension of credit; of poor collections; of untrained help; of large 
sales volume and comparatively low profits; of—Oh! what’s the use—You 
know the list as well as we do. 


Are we going to forget the dark brown taste we experienced when we took 
our first look at last year’s balance sheet? Are we going to say: ‘Never 
again” and then start out to repeat all of our 1926 errors? 


If so, then experience is not only a dear teacher, but a decidedly over- 
rated one. Anyhow—Here goes. 


We do hereby solemnly resolve, that during the year 1927: 
We will, etc., etc., etc. 
And that’s that! 
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There is no confusing array of merchandise spread before the customer in this modern store. 
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Catching the “Extra Sale” 


Modern store arrangement of Murta-Appleton Co. 
of Philadelphia furnished by the Duluth Show Case 
Co., Duluth, Minn., helps turn stock four times a year 


NE: of our finest examples of modern store arrange- 
() ment is the store of Murta-Appleton & Company, 

in Philadelphia. It is probably no exaggeration to 
say that it typifies a very high standard in present dav 
merchandising practice and that it will undoubtedly pro- 
vide inspiration and ammunition for many convention ad- 
dresses in the future. 

Here through the medium of display panels, featuring 
samples of practically every item in stock, sales resistance 
is reduced to a minimum. All items carry price tags, 
thus simplifying selection for the customer and through 
the power of suggestion resulting in many “extra sales.” 
The clerk’s time and physical energy is conserved. No 
longer is it necessary for him to drag innumerable boxes 
from the shelves, spread a confusing array of merchan- 
dise before the customer, then return this stock to the 
shelves while other customers wait. 

Not only is the appearance of the store greatly im- 
proved, but space is conserved to an astonishing de- 
gree. An inspection of the accompanying illustrations 
will give a more adequate idea of the type of display 
utilized than is possible through mere description. 

Stock is stored in the rear of the panels and imay be 
easily obtained by swinging a panel forward. When a 
customer has made a selection, the particular panel in 
which he is interested is not disturbed as the stock for 


that panel is located in the back 
of the panel to the left. The fix- 
tures which have been employed 
so successfully in this store are 
of a special tint of fumed oak 
and stain, and were supplied in 
standard 8 ft. 3 in. sections by 
the Duluth Show Case Com- 
pany, of Duluth, Minn. 


Making the Pillar Pay Its 
Way 


[In one of the illustrations ac- 
companying this article is shown 
a pillar display. Here the 
humble pillar whose only pur- 
pose heretofore has been to keep 
the ceiling and floor at a respect- 
ful distance from each other, 
has become a decided asset. The 
display, it will be observed, ex- 
tends halfway up the pillar. The 
panels have a background of 
black velvet, which contrasts 
strikingly with the various items 
of builders’ hardware displayed. 











Once a necessary nui- 
Sance, now an asset, 
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After seeing a pillar display of this type, Hamp 
Williams—we think it was Hamp—once observed 
that after going to considerable pains to eliminate 
all pillars trom his store, he was seriously considering 
putting a tew 1n. 


Fast Moving Stock Near Entrance 


In the location of stock, it will be observed, the 
Murta-Appleton Co., in accordance with accepted 
merchandising practice, has placed the fastest-moving 
items near the entrance. One of the first displays 
to catch the eye of the prospective customer entering 
the store is the archery display on the first of the 
wall panels at the right. Archery, within recent 
months, has become an extremely popular sport in 
Pennsylvania and other States. A wide assortment 
of archery equipment, ranging in price from $3.50 
to $30, is featured. The company has long since found 
out that it is distinctly profitable to keep in touch 
with the various fads in sports. 

On the right, near the entrance, is also located a 
display table, on the top of which, beneath glass, are 
placed multi-colored flies to catch the eye of the 
followers of Isaac Walton. This display table con- 
tains drawers in which the items sampled above are 
displaved. 


Cutlery to the Foreground 


An inspection of one of our photographs will also 
reveal that cutlery is prominently displayed near the 
store entrance. Cutlery has long since demonstrated 
its right to this position, and in practically all of the 
more progressive stores’ we have visited, cutlery, 









Tool display of 
Murta - Apple- 
ton store, Phil- 
adel phia. 
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Plan showing store layout. 


novelties and other fast movers are 
near the door. In the centrally located 
horseshoe of glass inclosed display 
cases—which, by the way, are the only 
ones in the store—are also featured in 
addition to cutlery, revolvers, some 
fishing tackle, silverware, etc. 

In the rear of this horseshoe, a 
wrapping counter is placed. It is so 
situated—in the center of the floor— 
for a very definite reason. Customers 
who have made purchases are thus 
compelled to pass a large variety of 
merchandise on display before they 
can get their packages, a fact that 
often results in extra sales. It some- 
times happens that the “extra sale” is 
not made at the moment but the desire 
to buy some particular item on display 
is planted in the mind. 


Tools Have Preferred Position 


On the left of the entrance, near the door, are 
display panels featuring tools of various kinds. 
These occupy more than half the wall space, the 
remainder being given over to similar panel dis- 
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plays of builders’ hardware. It is worth noting that 
here, aS everywhere throughout the Murta-Appleton 
store, price tickets are used with practically every sample. 
In the lower panels—those nearest the floor—the nature 
of the displays frequently does not permit the use of in- 
dividual price tabs. In these cases, however, a price card, 
covering the entire display, is located in one corner. 


“Paint P—To the Rear!” 


The paint department of the Murta-Appleton Co., 
is situated in the rear of the store. One man, especially 
qualified, looks after the department. He sells paint, 
talks paint, gives technical paint advice, and buys paint. 
The department is a splendid one, and the stock is 
turned four times annually through the medium of store 
demonstrations, display, use of dealers’ helps, etc., but 
there is nothing different in the mere physical arrange- 
ment of the stock. 


Office Is Centrally Located 


Toward the rear of the store, directly in front of the 
paint department, is the office. Many merchants might 
regard this as objectionable in that its occupants, because 
of their immediate proximity to customers and clerks, 
might be subjected to all sorts of petty interruptions and 
therefore have no time for more important matters. The 
Murta-Appleton store, however, appears to be singularly 
well organized and smooth running and, according to its 
manager, George A. McHugh, the location of the office, 
which is only separated from the 
sales floor by a railing, has the 
advantage of keeping him closely 
in touch with the day’s doings 
without too seriously en- 
croaching on his time. 

The balcony, on which 
large articles, washing 
machines, large 
tubs, some 
children’s ve- 
hicles, etc., are 
displayed, is sit- 
uated in the rear 
of the store, in 
back of the paint 
department. It 
is easily ap- 
proached by a 
wide stair, and 
apparently sales- 
men do not have 
to overcome 
much resistance 
in getting pros- 
pective customers there. 
The display of merchandise is 
visible to a person entering the 
store and has a very pleasing effect. 

In the basement, steel shelving is used 
throughout. One of its most valuable features 
is the ease with which the partitions may be 
adjusted to accommodate various sized items of hard- 
ware, mill and plumbing supplies, etc. This is a great 
economy in that it eliminates waste space and permits 
the storing of a great deal more merchandise than would 
otherwise be possible. 

A special bin type of shelving, with special bin fronts, 
is also used in the stock room and is especially designed 


Sporting goods are 
here displayed un- 
der ideal condi- 
tions by the Murta- 
Appleton Com- 
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for storing heavy bolts and bulky pieces of hardware. 
An astonishing amount of hardware can be stored this 
way. 


Bin Displaces Twenty-seven Nail Kegs 


In the basement is also located a Duluth nail bin, 
which occupies but a small floor area and accomplishes 
the miracle of successfully displacing twenty-seven nail 
kegs. Conservation of space with a greatly amplified 
sales appeal is one of the outstanding features of the 
Murta-Appleton store—and this is everywhere apparent 
—in the basement as well as everywhere else. 

Modern equipment has simplified the handling of 
stock, the handling of sales and made the Murta Apple- 
ton store more attractive as a place to buy. From the 
standpoint of the management it is readily seen that 
retail salesmen are happier and more efficient. It is 
always a pleasure to have the proper equipment for any 
job. The hardware man sells this idea to the mechanic 
but does not always follow this plan himself. Time 
and effort are both conserved in a new store such as 
this one. The investment for new fixtures is a good 
one. With women doing an estimated 85 per cent of 
the buying it behooves the hardware merchant to make 
and keep his store in the front rank of local attractive 
stores. 
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EDITORS NOTE: lt first biush it 
seems a far cry from whaling ships to hard- 
ware. Yet the two have not been unrelated. 
The whalers of the past came to the hard- 
ware industry for much of their equipment 
—and it was hardware that made possible 
their long voyages hunting the Leviathans 
of the deep. Therefore we take piecasure in 
publishing the following tribute to the mem- 


“Charles W. Morgan’’, an old whaler, now enshrined at South 





ory of tic 
Dartmouth, Mass.. on the estate of Colonel E. H. R. Green. The history 
of this ship is interestingly described in a hooklet published hy Colonel 
Green, and brought to our attention by D. D. Davis, sales manager of The 
Continental H’ood Screw Co., New Bedford, Mass.--llew S. Sontle. 


lil. Charles W. Morgan, oldest whaler in existence, 

was built in New Bedford in 1841 at Hillman’s 

shipyard by Jethro and Zachariah Hillman. She 
was named after Charles W. Morgan, prominent whale- 
ship owner, for whom she was built. 

The “Morgan” was constructed of live oak and was 
copper fastened. She is the last of the old full-bowed 
ships and when originally built registered 351 tons gross. 
Some years after the requirements of remeasurement 
went into effect, her tonnage was reduced to 314 gross, 
and 298 net. Her measurements are 105 feet, 6 inches 
long; 27 feet, 7 inches beam, and 17 feet, 6 inches deep. 

Her rig, formerly that of a ship, was changed to a 
bark July 17, 1867, and changed 
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The History of the Whaler 
“Charles W. Morgan” 


returned trom that voyage with a catch of 1600 barrels 
of sperm oil, 800 barrels of whale oil and 10,000 pounds 
of whalebone. Taking the prices of oil and bone for 
the year 1841, sperm oil at 94 cents a gallon, whale oil 
at 32 cents a gallon and whalebone at 20 cents a pound, 
it is seen that the three years and four months the “Mor 
gan’’ was cruising, she made $69,591 for her owners. 

The first voyage of the “\lorgan” lasted three years 
and four months, while the last voyage to Round Hills 
lasted less than two hours. The first voyages of this 
vessel were made to the Pacific Ocean, North Pacific, 
Atlantic and Indian Oceans, she always returning to her 
home port at the completion of each cruise. On the 
voyage she started Oct. 6, 1886, contrary to her custom 
of returning home, she arrived at San [rancisco, Nov. 
4, 1887. From that time until 1g04 she made yearly 
voyages to the Japan and Ochotsk seas. In 1904 she 
left San Francisco and came home via New Zealand, 
after an absence of nearly twenty years. After arriving 
via Cape Horn after her long stay in Pacific waters, the 
“Morgan” was fitted again for voyages from her home 
port to the Atlantic and [Indian Oceans. 

By this time the bottom had dropped out of the 
whalebone business and whalebone could not be sold at 
any price. The “‘Morgan” owners believed in always 
getting rid of their whalebone 
cargoes just as soon as the 





back to a ship when refitted at 
Round Hills, the estate of Col. 
Green. She sailed ship-rigged 
for 26 years and bark-rigged 
for 55 years. 

Records show that the “Motr- 
ean’”’ sailed to the Pacific Ocean 
on her first voyage Sept. 6, 
1841, under command of Cap- 
tain Thomas A. Norton. She set. 











comes. 


pose. 





T South Dartmouth, Mass., on the 

estate of Colonel E. H. R. Green, there 
is permanently enshrined a bit of history— 
with the tang of salt sea air about it. Here 
embalmed in sand and cement stands the 
“Charles W. Morgan,” an old square rigger 
that once roamed the deep in search of 
whales. She is fully rigged and her sails 
Her shelves are laden with hard and remained until Captain 
tack and other provisions, and the ghosts of 
“old sea dogs” throng her deck awaiting the 
signal to pull up anchor—a signal that never 


Through the generosity of Colonel Green 
and the interest of other public citizens, the 
old whaler stands as a perpetual monument 
to what was once a great American industry 
for the benefit of future generations. She is 
forever anchored in her last port, and her 
bow turned toward the dawn of a new pur- 


vessel brought them home. This 
practice, adhered to for more 
than fifty years, saved the firm 
from being caught with any 
bone on hand when the slump 
came. 

The “Morgan” returned to 
her home port Aug. 9, 1913, 


Benjamin DPD. Cleveland pur- 
chased her September, IgI6. 
Just after the sale was made 
Captain Cleveland was offered 
$5,000 more than he paid for 


(Continued on page 63) 
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The Disston Twenty-Five Year Club 


WENTY-FIVE years of cooperation on the part 

of a retail merchant handling a manufacturer’s 

product, merits special recognition of that mer- 
chant by the manufacturer. 

That is the attitude taken by Henry Disston & Sons 
copper fastened. She is the last of the old full-lowed 
ton Twenty-Five Year Club, the membership of which 
comprises merchants who have sold the Disston line for 
twenty-five years or more, and representatives of stores 
which have carried Disston products tor the same 
period of time. It is fostered by a desire on the part 
of the Disston organization to maintain a closer per- 
sonal contact and a higher degree of cooperation with 
the organizations and individuals with whom the com- 
pany has had business dealings for so many years. 

The club was , 
organized in 
March, 1926, at 
which time an an- 
nouncement was 
made through the 
trade papers, and 
retail merchants 
were asked to ex- 
press their 
opinions as to its 
formation. The 
response was im- 
inediate and very 
favorable 

Permanent club 
plans were then 
adopted, formal 
announcements 
were made, and 
application forms 
forwarded to 
those eligible for 
enrollment. 

In October the 
club had attained 
a membership of 
641, over 400 of 


the members hav- 





Reproduction of one of the framed certificates presented new members of Disston’s 
Twenty-five Year Club. Each gold star denotes ten years of selling Disston Saws 
and each silver star five years. 


ing sent in their applications by mail. This membership 
is truly unusual when it is considered that each enroll- 
ment represents the selling of Disston products for at 
least a quarter of a century. 

There are no dues, initiation fees or other expenses 
connected with membership in this unique club, the only 
requirement being that the merchant or firm represented 
shall have sold Disston products over a twenty-five year 
period. 

Upon receipt of an application from a hardware store 
or dealer for membership in the club, the acting secretary 
sends the applicant a standard registration card to be 
filled out with information necessary for the club files 
As soon as this registration card is returned, a framed 
certificate of membership (a reproduction of which 
appears in connec- 
tion with this ar- 
ticle) is forward- 
el to the new 
member. This 
certificate meas- 
ures 14 x 17 in. 
in size, and a gold 
star is attached to 
it for every ten 
vears of sales. 

There is no 
attitude of buver 
or seller in_ the 
Disston Twenty- 
tive Year Club. 
It is not intended 
as a means of 
augmenting sales 
but entirely as a 
vehicle which will 
provide a common 
ground of mutual 
interest and co- 
operation between 
the manufacturer 
and his customers 
of long standing. 
(Cont'd on page 64) 














38 , HARDWARE AGE 


December 23, 1926 


Builders’ Hardware Door by Door 


Hotel Guest Room Doors 
By W. N. Thomas 


EDITOR’S NOTE.—This is the eleventh installment of a new series of articles on builders’ hardware ap- 
pearing every two weeks in the columns of HARDWARE AGE. The Author, W. N. Thomas, is an acknowledged 
expert and knows how to tell his story. The next installment will appear in the January 6 issue. Watch for 


it and read it. 


T seems reasonable to say that no class of locks has 
been as highly developed as that for use on the 
guest room doors of the modern hotel. 

It is not necessary for a traveling salesman to be very 
old to remember when hotel room doors were equipped 
with just a simple knob lock with guest key and a du- 
plicate key, or possibly a “pass key,” for the use of 
the chambermaid, and it often happened that she had 
to carry five or six keys to let her into all the rooms 
in a small hotel. ) 

As hotels became larger, more chambermaids were re- 
quired, and each was assigned to a certain floor or section. 
Locks had to be made that could be “master-keyed” in 
sets for each of these floors or sections, so each chamber- 
maid could enter any room in her section but no others. 
These larger hotels brought the “housekeeper” or “head 
chambermaid” who needed one key that would open 
any room in the hotel when not occupied by a guest, so 
locks had to be made with what is known as a “Grand 
Master Key” that would accomplish this. Then it was 
found that accidents happened and under such emergen- 
cies it was necessary to open a room even though locked 
on the inside by a guest. Then locks were made so this 
could be accomplished by a special key—known as an 
‘Emergency Key.” 


Fig. 1. Three 
bolt key type of 
lock for hotel 
room doors. Be- 
low are shown 
guest key, mas- 
ter key, grand 
master key, 
emergency key 
and display key. 





Since this key could unlock any guest room door under 
any circumstances, its possession imposed a responsibiilty 
upon the management. On this account this key is 
usually kept in the office safe to be used only under 
extreme emergency. When a door is locked with this 
“emergency key” it cannot be unlocked by any other 





Fig. 4 (above). In- 
dividual room door 
knocker. 


Fig. 2 (upper 
right). Cylinder 
key type lock with 
guest, master, 
grand master and 
emergency keys. 
Fig. 3 (right). 
Bronze or brass 
door numbers. 








key. This makes it useful in a second way as a “shut- 
out” key in case the management finds it desirable to 
lock a room so it cannot be entered by a guest without 
reporting to the office. Traveling salesmen frequently 
carry very valuable samples and displays. To guard 
against their rooms being entered by anybody in their 
absence, it is customary for commercial hotels to have 
a few rooms fitted with locks controlled by what is known 
as a “Display Key.”’ When the door is locked with this 
key it cannot be unlocked by any other key except the 
“Emergency Key.” 

Cylinder locks for guest room doors are made in two 
ways, one kind has to be locked on the outside with 
the key when the guest leaves the room, the other kind 
is a spring latch bolt that automatically locks itself when 
the door is closed and, since for this kind the outside 
knob is stationary, entrance to the room can be regained 
only by unlocking with the key. 

Hotel locks, except the spring locks mentioned above, 
are usually locked by the key on the inside, and the key 
cannot be removed from the lock without unlocking. 
This is to insure the key being in the lock in case of an 
emergency. There are a few made to be locked and 
unlocked on the inside of a turn knob, but they are not 
as commonly used as the key lock. 

It is customary to have the lock for the closet door in 
the guest’s room arranged so it can be operated by the 
guest’s key of the room door dock—but not by the 
master key. 

The guest keys should be stamped with the room 
number. 


(Continued on page 68) 
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H. F. Murphy Made 


General Manager for 
Standart Bros. Corp. 


Former President of Winchester- 
Simmons Chicago House Takes 
Over Management of Well- 
Known Detroit Whole- 
sale Firm 


H. F. Murphy, formerly president of 
the Chicago House of the Winchester- 
Simmons Company, has been recently ap- 
pointed general manager of the Standart 





H. F. Murphy 


Brothers Hardware Corporation, whole- 
sale hardware, 501-547 Jefferson Avenue, 
West, Detroit, Mich. 

Mr. Murphy is considered one of the 
best young hardware men in the country 
and the Standart firm feels fortunate in 
making this connection with him. He is 
a man of broad vision and original ideas, 
with a varied experience in the jobbing 
trade and a true knowledge of sales man- 
agement. 


—_— --——————— 


New England Trade Notes 


The Coates Clipper & Mfg. Co., Worces- 
ter, Mass., a new corporation, has taken 
over the business and plant of the Coates 
Clipper Co., 237 Chandler Street. The 
new company’s capitalization consists of 
900 shares of no par value common stock. 
Albert W. Darling is president and general 
manager; E. Howard Reed, treasurer, and 
M. Clifton Nelson, clerk of the corpora- 
tion. 





Max Siege, Providence, R. I., hardware, 
has plans in progress for a_ six-story, 
96 x 96 ft. store, office and storage build- 
ing at 150 Washington Street, that city. 


H. R. Miller Resigns from 
Cavert, Miller and Lipscomb 


H. R. Miller has served his connection 
with the firm of Cavert, Miller and Lips- 
comb, Nashville, Memphis and Dallas, ef- 





HARDWARE AGE 


fective Dec. 31, on account of ill health. 

Simultaneously with the above announce- 
ment comes another from this firm an- 
nouncing the appointment of J. H. Hitt 
and Julian Scruggs. Both of these gentle- 
men are well known in the hardware trade, 
Mr. Hitt having represented Cavert, Miller 
& Lipscomb in the southeastern territory 
for many years and Mr. Scruggs having 
had more than twenty-five years experi- 
ence with the Gray & Dudley Co., Nash- 
ville, Tenn. 

With the retirement of Mr. Miller from 
the firm at the end of the year the name 
will be changed to Cavert & Lipscomb and 
the Memphis office discontinued. On and 
after the first of the year all correspond- 
ence should be addressed to Cavert and 
Lipscomb either at Nashville, Tenn., or 
Dallas, Tex. 





Connors Hoe & Tool Company 
Issues Interesting Catalog 


The Connors Hoe & Tool Co., Cleve- 
land and Starr Avenues, Columbus, 
Ohio, manufacturer of forks, rakes 
and hoes with Corksteel handles has 
recently issued an illustrated catalog 
giving all necessary data on the items 
manufactured. 





Pittsburgh Paint Officials Meet 


Approximately 100 officials from the 
paint departments of the fifty-five 
plants of the Pittsburgh Plate Glass 
Co. in all parts of the country recently 
held a four-day convention at the 
company’s headquarters in Milwaukee. 
Ludington Patton, vice-president, and 
Clare H. Hall, divisional director, were 
the principal speakers and both pre- 
dicted an active season ahead for the 
paint industry as a whole. 





Wooster Brush Co. Opens 
Eastern Branch at Boston 


The Wooster Brush Co., Wooster, 
Ohio, announces the opening of an 
eastern warehouse at 141 Milk Street, 
Boston, Mass., in charge of E. E. Mor- 
ton. The new warehouse and office of 
the firm will be utilized as a distrib- 
uting point for the firm’s business 
throughout New England, eastern 
New York and Pennsylvania, as well 
as the States of New Jersey, Maryland 
and Delaware. 





Aftergood Appointed Sales Man- 
ager, Tipton Shear Co. 


The Tipton Shear Co., manufacturer 
of shears and scissors, Tipton, Ind., 
announces the appointment of Louis J. 
Aftergood as sales manager, effective 
Jan. 1. 

Mr. Aftergood was formerly with 
the National Manufacturing Co., 
Sterling, Ill., with which concern he 
has been associated for the past five 
years as salesman in Indiana and Ohio. 

Previously he was with the Clauss 
Shear So., Fremont, Ohio, covering 
Iowa and Minnesota territories. 
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Henry Valentine Jones 
Dies at His Home 
in Brookline, Mass. 


S contiiiaineetiatieed 


Long Identified With Heavy Hard- 
ware Trade in Boston, Mass. 
—Had Been in Ill Health 
Since 1910 


Henry Valentine Jones, well known in 
the heavy hardware trade and for many 
years identified with the firm of Charles 
Parker Company, Boston, Mass., died at 
his home in Brookline, Mass., Dec. 10, at 
the age of 62 years. 

For a period of 30 years he had been 
identified with the Chase Parker Company, 
and although suffering from ill health 
since 1910, he was able to continue his 
business activities up until a month ago. 

Mr. Jones was a member of the Class 
of 87, Amherst College. Besides his wife, 
he is survived by two daughters and one 
sister. 


D. H. Berger Now Credit 


Manager for Masback 


The Masback Hardware Co., wholesale 
distributor of hardware, 80-84 Warren 
Street, New York, announces the appoint- 
ment of D. H. Berger as credit manager. 














D. H. Berger 


Mr. Berger has been connected with the 
Masback organization in the capacity of 
assistant credit manager for a number 
of years. 


re eee 


Joseph A. McGary Dies 


Joseph A. McGary, who spent most of 
his 72 years of life in the hardware busi- 
ness, died at his home in Butler, Pa., 
Dec. 9. For the past 25 years he had rep- 
resented in the district of which Butler 
is the center, the J. C. Lindsay Hardware 
Co., Pittsburgh, and before that was for 
many years on the road for the Bindley 
Hardware Co., Pittsburgh. He was a 
real salesman and he was well liked by 
his associates and his trade. 











40 


A. J. Reach Company 
Merges with Wright 
& Ditson Victor Co. 








Merger, Effective January 1, Com- | 


bines Two of the Leading 
Athletic Goods Manufac- 


turers in the Country 


Announcement has been made to the 
effect that the A. J. Reach Co., Philadel- 
phia, and the Wright & Ditson Victor Co., 
New York, will enter the new year as a 
consolidated organization. Plans for the 
merging of these two prominent firms in 
the sporting goods industry, it is reported, 


have been under consideration for some 
time. 
Since the consolidation, in 1918, of 


Wright & Ditson and the Victor Sporting 
Goods Co., the Wright & Ditson Victor 
(o. has grown to be one of the leading 
manufacturers and distributors of athletic 
eoods. 

The A, | 3 Reach Co. 1S also one of the 
oldest and most firmly established manu- 
facturers of baseball, basketball and foot- 
ball equipment. 

The consolidation of the sales organ- 
izations of these two companies combines 
two or the strongest and best known lines 
of general athletic supplies in the world. 

For the present both complete lines of 


merchandise will be continued the same 
as they have been in the past, so that 
those distributors who have built up a 


desirable business on either individual line 
can continue without interruption. 

With the addition of a 
branch in Philadelphia, both lines will be 
distributed through the present Wright & 


Ditson Victor Co.’s branches in New York, | 
and Brantford, | 


Chicago, San Francisco, 


Ontario. 


John F. Hazen Now with the 
Bethlehem Steel Company 


John F; Hazen, formerly general 
manager of sales of the Pittsburgh 


Steel Co., has joined the sales depart- | 


J. A. Miller Elected Head 


ment of the Bethlehem Steel Co., with 
headquarters at Bethlehem, Pa., spe- 
cializing in wire products. Mr. Hazen 


started in the iron and steel business | | 
facturer of tires and tubes, Sandusky, 


in 1897. He entered the sales depart- 
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The plant at Avery is being disman- | 


tled and it is expected that the equip- 


ment will be installed in the works of | 


the plow company in this city by De- 
cember, so that manufacturing of the 
potato harvesting machines can start 
Jan. 1. 


Segal Mutual Aid and Social 
Club Holds Annual Dinner 
The Segal 


the Segal Lock & Hardware Co., Inc., 
155-161 Leonard Street, New York, 
held its annual dinner the evening of 
Nov. 24 at the Cameo Club, New York. 

Many distinguished gentlemen were 
among the invited guests and all par- 


ticipated in the pleasures of the even- | 


ing. A. Levy, manager, the Metropol- 
itan Life Insurance Co., acted as toast- 


master for the occasion and performed | 


his duties in that capacity in an ad- 
mirable fashion. 

Addresses were made by Counsellor 
Smoot, of Mayer, Warfield & Watson; 
Hon. Joseph Cohen, State Senator; 
Ralph Levy, credit manager of the 
Segal Lock & Hardware Co., Inc., and 
Samuel Segal, president of the com- 
pany. 

The Segal Mutual Aid and Social 
Club was organized ten years ago. A 
dinner, followed by an entertainment 
and on these occasions the executives 
of the company meet with the em- 


ployees and celebrate the annual suc- | 
cesses and constant growth of the Se- | 


gal company. 


distributing | 


Adrian Barel Now with 
Wiebush & Hilger, Limited 


Adrian Barel, who was connected for 
many years with H. Boker & Co. and 


recently as special cutlery representa- 
_tive of The Remington Arms Co., has 


eae 


ment of the Pittsburgh Steel Co. in | 
Miller as president. 


1902 and since that time his activities 
have been devoted particularly to the 
sale of nails and wire products. 





Syracuse Plow Manufacturer 


Acquires Ohio Company : 


The Syracuse Chilled Plow Co., Syra- 
cuse, N. Y., has acquired the Hoover 
Mfg. Co., Avery, Ohio. The purchase 
of the Avery company, which special- 
ized in manufacturing machines for 


digging potatoes, will add from 100 to 
175 employees to the Syracuse com- 


pany’s payroll. 





joined the sales force of Wiebush & 
Hilger, Ltd., of 110-116 Lafayette 
Street, New York City. 


_- 


of Erie Rubber Corporation 


The Erie Rubber Corporation, manu- 
Ohio, announces the election of J. A. 


Mr. Miller first became connected 
with the company in July, 1925. 


Florida Firm Desires Catalogs 
from Manufacturers 


Joseph Bumby Hardware Co., Orlando, 
Fla., jobbers and dealers in_ hardware, 
paints, oils, agricultural implements and 
sporting goods, is now compiling a new 
general catalog and rearranging catalog 
reference files. C. T. O’Rork of this com- 
pany requests manufacturers to send cata- 
logs on general hardware lines, household 
goods, stoves and sporting goods. 


Mutual Aid and Social | 
Club, composed of select employees of | 








December 23, 1926 


Harrie C. White Heads 
Toy Manufacturers 


of the U. S. A. 


_C. M. Watrous and C. E. Thompson, 


New Vice-Presidents — W. L. 
Diemer, New Director—B. E. 
Fleischaker Elected Treas. 


Harrie C. White, president and treas- 
urer of H. C. White Co., North Benning- 
ton, Vt., manufacturers of Kiddie Kars, 
etc., was elected president of the Toy 
Manufacturers of the U. S. A., whose 
headquarters are in the Fifth Ave. Bldg., 








New York City. With Mr. White as 
j 
| 
| 
| 
Harrie C. White 
ofiicers for 1927 are Vice-Presidents LC. 


M. Watrous, Gong Bell Mfg. Co., and 
C. E. Thompson, The Structo Mfg. Co. 
B. E. Fleischaker, Fleischaker & Baum, is 
treasurer, and Fletcher Dodge is_ secre- 
tary. 

The board of directors is as follows: 
New members whose terms expire in 1929 
are W. L. Diemer, American National Co., 
Toledo, Ohio; W. F. Hafner, Hafner Mfg. 
'Co.; L. L. Munn, Arcade Mfg. Co., 
| Freeport, [1l., and C. A. Tornquist, Mason 
& Parker Mfg. Co. Members’ whose 
‘terms expire in 1928 are B. E. Fleischaker ; 





| Leslie Martin, American Mig. Concern; 
| J. Rutherford, Jr., Embossing Co., and 
iC. E. 


whose terms expire in 


Members of the board 
1927 are H. D. 
me: 4. te 


Thompson. 


Bowie, KE. I. Horsman Co., 


Kingsbury, Kingsbury Mfg. Co.; C. M. 


Watrous and Harrie C. White. 

The elections took place at the recent 
annual meeting of the organization. 

The addresses which were delivered by 
Dr. Nystrom on “Group Buying,” Dr. 
Wellman on “Hand-to-Mouth Buying” 
and Mr. Hopf on “How Budgeting Can 


'Help My Business” will be distributed to 
_the members shortly. 





Attempted Burglary 


Efforts were made, probably on Sun- 
day, Dec. 12, to break open one of the two 
safes in the Waite Hardware Co., 189 
Front Street, Worcester, Mass., which con- 
tained $1,500 in cash and numerous checks, 
the receipts of the previous Saturday’s 
business. The invaders succeeded in break- 
ing off the combination lock, but failed to 
get inside the safe. 
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More on“TheVanishing Point of Profit” 





Thoroughly Agrees with Us 


HAVE carefully read “The Vanishing Point of 

Profit’ by Llew Soule. While I thoroughly agree 
with him, I do not know the solution. Most of our sales 
are such small amounts that there are no profits in them. 
Also we often buy in very small quantities from both 
jobber and manufacturer. 

Under our present condition we must do so. All 
merchants who haven’t a large working capital are 
cramped to the limit because collections are so poor—- 
caused by installment buying. I know I am getting off 
the subject, which I| believe is always the case, and every- 
one thinks they are justified. But hand-to-mouth buying 
has become quite a custom—from the consumer up. I 
am going to take this up at our hardware convention, 
about the first of February at Louisville, and look up 
the HARDWARE AGE representative and go further into 
the subject. 

(Signed) J. S. OGpEN, 
Ogden Hardware Co., 
Ashland, Ky. 


Expressed in Forcible Manner 


HAVE just read over Llew Soule’s editorial, “The 

Vanishing Point of Profit” with a good deal of inter- 
est, and satisfaction, and believe that he has expressed 
it in a very forcible manner. 

I agree with him most heartily in everything he has 
to say in this article, and hope everyone who has been 
complaining of small profits in our line of business, will 
be fair enough to themselves to read it and digest it 
thoroughly. 

(Signed) J. L. Pitts, President, 
Brown-Roberts Hardware & Supply Company, 
Alexandria, La. 





Not Enough Productive Work—Too Much 
Analyzing 


FE don’t know what the “Vanishing Point of 
Profit” on a sale is. 

You mention that one large jobber in the Middle West 
advised that the vanishing point of profit was reached 
in a sale of $22.50, a small local jobber $17.50. We 
would be glad to have these orders, providing, we have 
enough of them, and we would be glad to have one or 
two men getting out orders of this size. 

We believe there is too much stress laid on each sale. 
If the ten cent stores can get rich selling ten cent items, 
and the chain stores are getting rich selling items in 
small quantities, we should think the hardware man 
should get rich selling such items as he carries, and 
would be glad to have customers in the store. 

We think the proper thing to do would be to get 
customers in the store and then with a wide-a-wake sell- 
ing crew, he should be able to sell that customer more 
merchandise than he came in for. 

We believe that the retail hardware man should branch 
out and handle automobile and electric merchandise and 
should purchase these lines in the hand to mouth pur- 
chasing while he is trying it out. We believe he should 


purchase hardware as his actual demands require and 
should not stock heavily in any item carried. We believe 
if he carries a small stock of various lines, and assort- 
ments, increasing the assortments each year, he will 
make a great deal more money. 

We think that during the seasons of the year that the 
business is quiet, and there are times when the retail 
business is quiet the dealer should go out and do as the 
average automobile salesman or electric washing ma- 
chine salesman, making a house to house canvass and see 
if he cannot interest his neighbors with some line of 
merchandise that he has taken on, demonstrating these 
trying to make sales to people who do not come into the 
store. 

Back of it all, you can analyze the sales, and analyze 
all points in the business, you can spend too much work 
analyzing and not enough productive work, and after 
all, work is the only thing that makes success for the 
retailer or jobber. He should work hard and conscienti- 
ously six days a week. Work of this kind from every 
department will make the firm more money and will 
reduce the expenses of doing business. The great trouble 
is lack of work from the head of the firm to the porter. 

(Signed) Oscar BoetticHeEr, Vice-President, 
Boetticher & Kellogg Company, Evansville, Ind. 





A Good Thing to Think About 


N regard to Llew Soule’s editorial, “The Vanishing 

Point of Profit,” there is little that I can say. From 
the standpoint of a jobber, it would, of course, be highly 
desirable to have orders of a larger size and a consid- 
erable reduction in the number of small orders. On the 
other hand, there is such a wide variation in the profit 
margin on the various lines a jobber handles that a small 
order on certain lines may be more profitable than a 
large order of staple goods. It is a good thing for all 
of us to be thinking, about and [ think you are on the 
right track. 

(Signed) C. J. Wuipe.e, President, 
Hibbard, Spencer, Bartlett & Company, 
Chicago, Ill. 


Mr. Luhn Is Interested 


HE writer was very Much interested in your article 
in the December 2 issue of HARDWARE AGE “The 
Vanishing Point of Profit.” 

During a period of five years, our volume has 1n- 
creased, but not nearly in proportion to number of orders 
filled. Five years ago the average order was $40 while 
1926 showed an average order of slightly less than $20, 
and even this was a little better than 1025 when it fell 
to $17.50, the increase due we hope to the pressure that 
was put on the salesmen to increase the average order, 
but the mail orders (and we want to say here that we 
appreciate them more than any others) are the ones 
which pull the average down. 

Now, what the writer wants to know is how a small 
jobber like ourselves whose business is not department- 
ized can arrive at a reasonable figure, which will show 

(Continued on page 65) 
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No Tariff or Tax Legislation at Present 
Session of Congress 


By L. W. Moffett 


(Washington Bureau of HARDWARE AGE) 


The suspected and expected has happened. 


N tax legislation at the present session of Congress. 


No tariff legislation at either the present or the next session of 


Congress. 
Ditto. 


It took no power of prophecy or a crystal gazer to predict or see as much. 
The I-told-you-so boy can’t be handed a great deal. 

It was in the cards from the outset. Despite the efforts of business inter- 
ests to get a tax reduction at the present session of Congress; despite the 
recommendation of President Coolidge himself for enactment of a tax 
credit plan; despite the many hopes that had been born for relief in the 
way of tax cuts, especially in the corporate tax, it was quite plain that 
nothing would be doing. The talk of tariff revision was even a more 
remote probability, regardless of much talk about it, especially as to lifting 


imposts ey agricultural products. 
been the 


Tariff revision is spoken of as having 
ore remote for the good reason that the administration and the 


country generally are opposed to it, while tax cuts were favored by the 
administration and many business interests and others. 

So the action of the majority members of the House Committee on Ways 
and Means in discarding the Presidential plan for tax reduction was pretty 


much of a formal gesture. 


Its decision to accept the President’s alternate 


plan of letting the big surplus in the Treasury apply toward public debt 
retirement was likewise a matter-of-course move. 





There was every 
evidence that,  re- 
grettable to business 
as it is, the tax 
question had already 
been churned into a 
political issue, made 
the more violent in 
. view of the ap- 
proaching Presidential campaign. This 
alone clearly showed that there never would 
have been an agreement between the two 
parties on a non-partisan tax program, and 
it was altogether unlikely in view of the 
narrow Republican majority in Congress 
that such legislation could have been 
passed. The situation was made even 
worse by the fact that there is a differ- 
ence of opinion within both parties as to 
what the character of the legislation should 
be. The most of the Democrats were 
urging a much heavier slice in the way 
of reduction, and wanted to make it per- 
manent. Republicans contend that this was 
merely a pretense made by the party which 
does not have to bear the responsibility 
for condition of the Treasury, and could 
blame any deficiency on the Republican 
party simultaneously with reaping political 
credit for the cuts. Democrats, on the 
other hand, say the Republican party never 
was sincere in its plan to cut taxes, and 
that it only wanted to relieve the big fel- 
low, though this is far from being in 
accord with the specific suggestion of 
President Coolidge for tax reduction, 
which he planned should apply to all classes 
of taxpayers. 

Chairman William R. Green of the 
House Committee on Ways and Means re- 
cently told members of the National Con- 











ference of Business Paper Editors that 
the committee majority voted down the 
President’s tax reduction plan because it 
realized the impossibility of an agreement 
being reached. But he informed the edi- 
tors that a corps of experts from the 
Treasury, together with a drafting force 
from the Capitol, is to be named at once 
to prepare a tax reduction bill so that it 
will be ready for consideration by the 
committee next October, and will be in- 
troduced as soon as Congress meets in 
December, 1927. This will be after the 
Presidential election, and, therefore, there 
possibly will be less politics in the legis- 
lation. It assuredly is the object of boil- 
ing political discussion at this time. 

Mr. Green was told by some of the 
editors that business was disappointed at 
the action of the majority members of the 
committee. He was frankly told that the 
Treasury surplus potentially is much 
greater than the estimate of $383,000,000, 
because there is a large amount in back 
taxes which is merely awaiting collection, 
inasmuch as agreement has been reached 
on the sums between the Treasury De- 
partment and the affected taxpayers. 

It seems apparent that, even if it would 
not be correct to say that the Treasury 
is pleased at the action of the Ways and 
Means Committee, it is not displeased. It 
was stated at the Treasury that it will 
begin at once to retire a portion of the 
huge $19,000,000,000 public debt. It was 
intimated it might be cut by $1,000,- 
000,000 this year. Secretary Mellon is 


quoted as saying that retiring part of the 
public debt will be a “very good thing 
to do now with the surplus,” and that 7, 





retirement of the national debt will be a 
splendid thing for business and taxpayers. 





Santy no longer does much shopping in 
Germany for the American boy. He be- 
lieves in American toys for American boys. 
Latest advices do not disclose that he has 
rechristened his German-named reindeer 
Donner and Blitzen and now calls them 
Thunder and Lightning as a tribute to his 
numerous American clients. It may be, 
of course, that he has thrown tradition to 
the north winds and now sits at the wheel 
of an airplane. In any case, he is patron- 
izing home industry in loading up for the 
American kiddies. The Department of 
Commerce is authority for this statement, 
though it made it in a rather bizarre way. 
Let it be hoped it was not because de- 
partment officials do not believe in Santy. 

But its statement—indeed many state- 
ments—revealed in a trade bulletin by 
J. M. Calvin, Specialties Division, says the 
growth of the toy industry in the United 
States during the last two decades has 
risen from relative insignificance to that of 
the world’s largest toy producer. Twenty 
years ago, the report says, Germany domi- 
nated the world’s toy trade. Outside of 
this country this dominance still exists, 
but in the United States German toys now 
account for only about 5 per cent of the 
domestic demand. In 1904 the proportion 
was 50 per cent. In that year the value 
of toys made in American factories was 
only $5,578,000, while imports were valued 
at approximately $5,000,000. Last year 
American toy production reached a value 
not far from $80,000,000, while imports 
had fallen to a position where they repre- 
sented only about 5 per cent of the Ameri- 
can kiddies’ demand. In 20 years, then, 
while the population of the United States 
has increased 170 per cent, toy production 
in this country has risen approximately 
1300 per cent. At the same time the pro- 
portion of imports to an insatiable demand 
of hopeful youngsters had dropped from 
49 to a trifle more than 5 per cent. 

“The war is undoubtedly responsible 
to a large degree for the present strength 
of the American toy industry, curtailing 
as it did the exports from Germany, up 
until then the world’s premier toy coun- 
try,” declares the bulletin, which callously 
gives no credit to Santy’s patriotism. In 
1914, according to the report, the United 
States bought about $7,700,000 worth of 
German toys, while last year the value 
of toys imported from Germany was only 
$3,156,971, a tidy sum, but small when 
compared with earlier totals. The report 
shows, however, that American exports of 
toys in 1925 were valued at only $3,240,- 
000, about 4 per cent of the production. 
During the same period Germany ex- 
ported toys valued at nearly $27,000,000, 
or 95 per cent of her entire production. 
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Steel Cap Screw Price Lists 


Compiled for Hardware Age by M. M. Godschalk 


HARDWARE AGE 


EXPLANATION—List prices are in accordance with latest revision of 1923. Knowing your cost on 
these sizes and knowing the margin you wish to make on screws, you can readily determine a price for 
any desired quantity. For example: On steel cap screws, 114 inch in length, 14 inch diameter, let us 
assume that you wish to sell at 3314 off list. You would find the 1 inch column and run along it until 
you were under the 33% off list discount column, which in this case would be 490—~your selling price. 
Should you on the same number have a quantity order, you could quote 40 or 50 off list by the same 
nethod. List prices are per 100. 


STEEL CAP SCREWS 
(Flat Head—U. S. S. Thread) 
(14 Inch Diameter) 


STEEL CAP SCREWS 
(Button Head—U. S. S. Thread) 
(14 Inch Diameter) 
















































































































































































































































































































































































cases Caen DISCOUNTS 
5 | 10 | 20 | 25 | 33%] 40 | 50 | 60 
1% 685 | 641] 617] 546| 515| 457| 411 | 343] 274 
1% 735| 699| 652] 588| 552| 490] 441 | 368] 294 
1% 730 | 741 | 702| 624| 855| 520| 468] 390] 312 
2 830 | 789| 747| 664| 623] 553] 498| 415 | 332 
2% 900 | 855] 810] 720] 675| 600| 540| 450] 360 
21% 975 | 927| 878| 780| 732| 650| 585| 488] 390 
23% | 1050| 1000| 945| 840] 788] 700| 630] 525 | 420 
3 1120 | 1064 | 1008 | 986 | 840] 747| 672] 560| 448 

(9/16 Inch Diameter) 
1% | 1050; 1000] 945) 840) 780}; 700] 630] 525) 420 
1% | 1115 | 1060 | 1004 | 892| 835 | 744] 669| 558| 446 
2 1180 | 1121 | 1062 | 944] 885 | 787] 708| 590| 472 
2% | 1260 | 1197 | 1134 | 1008 | 945| 840] 756 | 630| 504 
2% | 1350 | 1283 | 1215 | 1080 | 1013 | 900] 810| 675] 540 
2% | 1425 | 1354 | 1283 | 1140 | 1069 | 950] 855 | 713] 570 
3 1500 | 1425 | 1350 | 1200 | 1125 | 1000 | 900 | 750] 600 

STEEL CAP SCREWS 
(Flat Head—vU. S. S. Thread) 

(% Inch Diameter) 

7 on DISCOUNTS 
5 | 10 | 20 | 25 | 33%] 40 | 50 | 60 
1% | 1150] 1092 | 1035| 920] 863| 767] 690] 575| 460 
2 1215 | 1155 | 1094 | 972] 912! 810| 729] 608 | 486 
2% | 1300 | 1235 | 1170 | 1040 | 975| 867 | 730| 659] 520 
2% | 1390 | 1321 | 1251 | 1112 | 1043 | 927] 834| 695] 556 
2% | 1465 | 1392 | 1319 | 1172 | 1099 | 977| 879] 733| 586 
3 1540 | 1463 | 1386 | 1232 | 1155 | 1027 | 924| 770| 616 

(34 Inch Diameter) 
2 1675 | 1592 | 1508 | 1340 | 1257 | 1117 | 1005 | 838, 670 
2% | 1780 | 1691 | 1602 | 1424 | 1335 | 1187 | 1068 | 890] 712 
2% | 1880 | 1786 | 1692 | 1504 | 1410 | 1257 | 1128 | 940| 752 
2% | 1980 | 1881 | 1782 | 1584 | 1485 | 1320 | 1188 | 990] 792 
3 2090 | 1986 | 1881 | 1672 | 1568 | 1393 | 1254 | 1045 | 836 








enrn en ____ DISCOUNTS 

5 | 10 | 20 | 25 | 33%] 40 | 50 | 60 
$4 270 | 257| 243] 210] 203] 180] 162] 135] 108 
1 305 | 200| 275] 244] 229] 204] 183| 153] 122 
1% 335 | 319| 302| 268| 252] 224| 201| 167] 134 
1% 365 | 347] 329| 292| 273] 243| 219| 188] 146 
1% 380 | 361] 342| 304] 285] 254| 228] 190| 152 
2 400 | 380| 360] 320] 300| 267] 240] 200| 160 
2% 415 | 395| 374] 332] 312] 277] 249] 208| 166 

(5/16 Inch Diameter) 
% 300 | 285] 270] 240] 225) 200] 180] 150; 120 
1 335 | 319| 362| 268] 252| 224] 201| 167| 134 
1% 355 |.338 | 320| 284] 267] 237| 213] 178| 142 
1% 380 | 361] 342| 304] 285] 254| 228/ 190] 152 
1% 410 | 390| 369| 328] 308| 273| 246] 205| 164 
2 435 | 414| 392] 348| 327] 290] 261| 218| 174 
2% 465 | 442] 419 | 372] 331] 310| 279| 233] 186 
24 495 | 471| 436| 396] 372] 330| 297] 248| 198 

STEEL CAP SCREWS 

(Button Head—vU. S. S. Thread) 
(34 Inch Diameter) 
Length | List peneenscenseni 

5 | 10 | 20 | 25 | 33%] 40 | 50 | 60 
%4 375 | 357] 338] 300| 282] 250] 225] 188 | 150 
1 415| 395 | 374] 332] 312| 277] 249] 208 | 166 
1% 445| 423| 401] 356| 334] 297/ 267/| 223| 178 
1% 480 | 456| 432| 384 | 360| 320| 288| 240| 192 
1% 520| 494| 468] 416| 390] 347| 312]| 260| 208 
2 560 | 532| 504] 448| 420] 373| 336| 280] 224 
2 600 | 570] 540| 480| 450] 400| 360] 300| 240 
2% 640} 608| 576] 512| 480| 427/ 384] 320| 256 
284 680 | 646| 612| 544] 510| 453] 408] 340| 272 
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HARDWARE AGE 


Christmas Goods and Seasonal 
Lines Dominate Hardware Markets— 
Staple Lines Quiet—Prices Firm 


: CTIVITY in all hardware markets is centered on a heavy demand 


for holiday and seasonal merchandise. 
yift items are particularly active. 


Sleds, snow goods and 
The remaining few days be- 


fore Christmas will probably be extremely busy with stores catering 


to the holiday gift trade. 


Strictly staple items are comparatively quiet at the present time. 


Many salesmen have been called off the road. 


There is the usual 


tendency to restrict stocks until after inventories are taken. 


Collections are fair in most sections. 


Blabon Issues New Prices on | of their customers for Christmas goods, 


Linoleum 


The Geo. W. Blabon Co., 
phia, Pa., manufacturers of linoleum, 
linseed oil and kindred products, an- 
nounces a new price list on Blabon’s 
linoleum dated Dec. 1, 1926. 





November Exports Highest 
of Year 


The country’s export trade in Novem- 
ber had an aggregate value of $481,- 
000,000, and was the greatest for any 
month since October, 1925, says the 
New York Commercial. Although im- 
ports remained steady at a high figure 
—$376,000,000—the increase of $26,000,- 
000 in exports over October created a 
favorable trade balance for the month 
of $105,000,000, and served to improve 
the year’s balance of trade, which 
stands at $269,000,000 for eleven 
months, against $611,592,108 for the 
corresponding period of last year. 

The gain in export trade last month 
was made in the face of a reduction 
as compared to November, 1925, of 
approximately $27,000,000 in cotton 
exports, due chiefly to lower prices. 
The increase in exports of other com- 
modities was about $60,000,000, with 
wheat contributing from $15,000,000 to 
$20,000,000 of the advance. Wheat 
exports last year were abnormally low, 
owing to the poor crop, and the pres- 
ent exports are more in line with usual 
conditions and reflect the European 
demand. 

s ecnnaatiiaemaaaal 


Peerless Eauale Are Reduced 


The Peerless Level & Tool Co., Ster- 
ling, Ill., has just announced a price 
reduction approximating 15 per cent on 
certain items in its lines of mason’s 
wood and aluminum levels. 
prices became effective Dec. 10. 


Holiday Goods Are Active; 


Prices Firm in Cincinnati 


Hardware sales by Cincinnati jobbers 
have been normal for the first half of 
December, but showed the usual lull 
inc‘dent to the holiday season. Retail- 





Prices generally are firm. 





Philadel- 


| 





ers, absorbed in meeting the demands 


are not in a position to consider for- 
ward buying. As a consequence, job- 
bing houses have brought their men in 
from the road until after Jan. 1. 
release of large sums of money held 
by Cincinnati banks on Christmas sav- 
ings accounts has served as a good 
stimulant to retail trade. Many winter 
products have not moved at a satisfac- 


tory rate because of the unusually 








These new | 


warm weather which has _ prevailed 
locally. Prices in general are firm and 
unchanged. 


Twin Cities Sales Volume 


Compares Favorably 
With 1925 


The | 











Trade in the Northwest tributary to | 
the Twin Cities, as has been indicated | 
in previous reports, is somewhat spotty, | 


due to the condition of crops this 
year. On the whole, the sales totals 
for the entire district will’ average up 
well with last year, it is believed by 
many. 

The entire attention of the hardware 


world has been on the holiday busi- | 


ness, which is just being completed. 
Inventory is the next problem, with 
plans already being laid for next year. 

Future orders are lighter than in 
some previous years. Dealers are more 
inclined to buy according to needs as 
the time arrives, thus utilizing the 
stocks of the jobbers. 


Turps Up, Linseed Down in 
Chicago Market 


Hardware prices in the Chicago mar- | 


| ket are holding generally firm in spite 
of the fact that staple merchandise is 


rather inactive, due both to the usual | ; 
Coolidge considered installment buying 


pre-inventory letdown and the rush of 
the Christmas gift business. The only 
changes to be reported this week were 


a drop of one cent on linseed oil and 


an advance of four cents on turpentine. 








——$ — 


December 228 1926 


| Basic Materials Markets 


Kindred to Hardware 


Price tendencies in finished products 
being largely the reflection of condi- 
tions in the raw materials market, we 
present here a few opinions, from re- 
liable sources, on several basic products 
of interest to the hardware trade. 

Linseed Oil—Flaxseed markets show 
slight declines, but oil prices are un- 
changed. Demand continues compara- 


tively quiet. 

Turps—Prices unchanged, with large 
buyers fairly active. Aggregate vol- 
ume is not heavy. 

Rosin—Steady prices with fair de- 
mand. . 

Lead—Domestic market compara- 
tively quiet, with a fair amount of 
buying reported for the week. 


Zinc—Prices firm with demand light. 


Copper—Buying light with prices un- 
changed. 


Dept. of Commerce Issues 


Marketing Bulletin 


The Domestic Commerce Division of 
the Department of Commerce has just 
released a compilation entitled “Mar- 
ket Research Agencies,” which dis- 
closes the increasing application of 
scientific methods to solve the various 
problems connected with modern mar- 
keting. The publication, approved by 
the National Distribution Conference, 
represents the coordination of informa- 
tion of more than 300 agencies given 
to the various phases of marketing. 


Data Given on Extent of 
Installment Buying 


President Coolidge does not believe 
that installment buying in the United 
States is of sufficient magnitude to 
cause concern, it was stated on his be- 
half at the White House on Dec. 3. It 
was said that the total income of all 
persons in the United States is esti- 
mated to be about $70,000,000,000 an- 
nually and that credit advanced to 
those who buy on the installment plan 
amounts to about $2,000,000,000. 

The President was said to believe 
this amount of buying on the install- 
ment plan is not a matter which should 
worry the nation when considered in 
comparison with the total income. 
None of the departments of the Gov- 


ernment, it was said, has received any 





information which would indicate the 
Government should interest itself in 
the question of installment buying. It 
was also made known that President 


to be the modern method of obtaining 
credit for persons receiving small sala- 
ries who would otherwise be handi- 
capped in their purchases. 
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Rush Started— 


Seasonal Goods Also Active 


EASONAL and holiday lines are in heavy demand in the New York 


wholesale hardware market. 


The late Christmas shopping rush 


has started and retailers believe the volume of holiday business 


will be very satisfactory when the final count is taken. 


From now on, 


the heavy buying for gift items starts and continues up to and includ- 


ing Christmas eve. 


Strictly staple merchandise has only a light demand. Such goods will 
probably be bought for current requirements until after inventories 


are taken. 


There is some price competition reported on well-known lines of 
hardware. Collections are fairly good with local wholesalers. 


Sled Demand Very Good; 
Active as Gift Item 


Sleds have been unusually active 
during the past two weeks. Popular 
as a gift item, the demand has been 
steady before snow covered the metro- 
politan area. After the recent snow 
storm the local wholesale stocks were 
somewhat depleted. Stocks are fair at 
the present time, according to reports. 
Prices have been unchanged since they 
were first announced. 

JOBBERS’ QUOTATIONS TO RE- 

TAILERS, F.0.B. NEW YORK: 


1; Flexible Flyers, No. 1, $2.50; 
No. $3.17; No. 3, $4; No. 4, $4.33; 
No. 7 $5. 83. Junior —o $3.50. 
Racer, $4.33. Prices are ea 
, $1.14; No. 10, $1.37; 
No. 12, $1.90. Racer, $2. 
Prices are uae 


Stove Pipe and Sundries 
Fairly Active in N. Y. 


Stove pipe, collars, elbows, stove 
boards and kindred sundries have been 
fairly active in this territory. New 
York jobbers have enjoyed a consistent 
demand throughout the season which 
started about Sept. 1. Local stocks are 
considered satisfactory. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK: 


Stove pipe, 4 in., 13%4c.; 4% in., 
15c.; 5 in., 16%c.; 5% in., 18c., and 6 
in., 2l1c. per length. 

Stove pipe elbows, 4 in., $1.50; 4% 
in., $1.68; 5 in., $1.80; 5% in., $1.98 
and 6 in., $2.22—all per doz. 

Stove pipe collars, 4% in., 45c. to 
c.; 5 in., 50c.; 5% in., 55e. to 60c. 
6 in., 60c. to 63c. and 7 in., 75e. to 

$1.15—all per doz. 

Stove pipe dampers, 4% in., $1.20; 
5 in., $1.25; 5% in., $1.32; 6 in., $1.40 
to $1.44; 7 in., $2.15 and 8 in., $3.60— 
all per doz, 


N. Y. Demand Is Light for 
Screws, Bolts, Etc. 


Staple items such as bolts, nuts, 
screws, etc., are in fair demand at the 
present time. There is an inclination to 
buy only for current requirement so 





that inventories may be_ restricted. 
Three weeks ago an advance on screws 
was announced as being approximately 
10 per cent. The following week sev- 
eral local jobbers announced that they 
were advancing screws 5 per cent. At 
press time we made a complete check 
of the screw situation and find the 
prices here representative, represent- 
ing an advance of 11 per cent as in 
other markets. There has been some 
local confusion on this subject, but it 
is now generally recognized that the 
advance is 11 per cent. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK: 


Bolts and Nuts 


Machine bolts, *%*% x 4, and smaller, 
40 and 10 per cent off list. Machine 
bolts, longer and thicker, 40 and 10 
per cent off list. 

Common carriage bolts, % x 6, and 
smaller, 40 off list; larger and longer, 
40 off list. 

Stove bolts, 75-10-5 off lis 

Lag screws, 50 and 7% oft list. 


Screws 


Discounts on wood screws: Iron 
Bright, Flat Head, 75 per cent; Iron 
Bright, Round and Oval Head, 72% 
per cent; Iron Blued, Round Head, 
72% per cent; Brass, Flat Head, 72% 
per cent; Brass, Round and Oval 
Head, 70 per cent, 

hese discounts apply to revised 
list of June 24, 1922. 

EX TRAS—20-10-10-5 per cent. 


Active Demand Is Reported 
for Snow Goods in N. Y. 


Snow goods continue active in the 
New York wholesale hardware mar- 
kets. Shovel stocks have been light 
ever since the rush which followed the 
recent snow storm. Local demand has 
continued steadily. Prices have been 
firm all season. No price changes are 
expected. 


JOBBERS’ QUOTATIONS TO» RE- 
TAILERS, F.0.B. NEW YORK: 


Snow shovels, long handle steel, $4 
doz.; snow shovels, long handle steel, 
in lots of 6 doz., $3.75 doz. 

Galvanized snow shovels, $10 doz., 
Menzie, $9.60 doz. Snow pushers, 18 
in., 83%c. each net; 24 in., $1 each 
net. 
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|Last Minute Demand Heavy 


for Tree Lighting Outfits 


The last minute demand for Christ- 
mas tree lighting outfits was very 
heavy, according to reports received at 
press time. Local stocks have been am- 
ple and prices remained unchanged dur- 
ing the holiday demand. It is believed 
that the heaviest .retail sales will be 


| made this week up to and including 


| Christmas Eve. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. NEW YORK: 

No. 83, 8 Light Mazda P aa Ex- 
tender, Twisted Lead, $1.35: No. 8&4, 
S Light Mazda, Flush Extender, 
Parallel Lead, $1.45; No. 842, 8 Light 
Mazda, Flush Extender, Par. Lead, 
New Type, $1.30; No. 85F, 8 Light 
Carbon, Flush Extender Par. Lead, 
$1.10; No. 85, 8 Light Carbon, Flush 
Extender, Twisted Lead, $1.00: No. 
87F, 8&8 Light Pine Cone, Flush Ex- 
tender, Par. Lead, $1.20; No. 87, 8 
Light Pine Cone, Flush Extender, 
Twisted Lead, $1.10; No. 118F, 8 
Light Fancy Carbon Jap, Flush Ex- 
tender; Twisted Lead, $1.40; No. 
108F, 8 Light Fancy Lamp, German, 
Flush Extender, Par. Lead, $1.70; 
No. 8008, 8 Light Carbon, Without 
Ixxtension, 85c.: No. 808, 8 Light Maz- 
da, Without Extension, $1.25; No. 804, 
S Light Festoon, Less Lamps, Par. 
Lead as used with No. 84, 95e.; No. 
803, 8 Light Festoon, Less Lamps, 
Twist Lead, as used in No. 83, 85c.; 
No. 809, 8 Light Festoon, Less Ex- 
tender, Twisted Cord, 75c.: No. 8432, 
& Light Mazda, Flush Extender, for 
32 Volt farm Plant, $1.45; No. 8000, 
8 Light Mazda Battery Set—4 Volt, 
$1.20; No. 8006, 8 Light Mazda Bat- 
tery Set—6 Volt, . .20, and No, 3020, 
Stge. complete, $1.7 res 


Prices are per set each 


Accessories, 14 volt carbon lamps, 
all colors, $5 per 100. 120 volt car- 
bon candelabra, style H, all colors for 
use with Nos. 305-310 wreaths and 
No. 70 F outfits; $15.00 per 100, 
Mazda, C-6, 15 volt, 6 volt and 31. 
volt lamps all colors, $7.85 per 100. 


Garage Sets Fairly Active; 
Prices Continue Unchanged 


New York jobbers report a fairly 
active demand for garage sets. Prices 
contjnue unchanged. Local stocks are 
considered satisfactory. This has been 
a very active line for the past several 
weeks. The January demand is ex- 
pected to be good. 


JOBBERS’ yt ne A TO RE- 
TAILERS, F.@.B. NEW YORK 


Garage sets, $2.25 per ie in hota of 
12 or more, $2.10 per set; in lots of 
72 or more, $2 per set. 

Garage door holders, $1.65 per pair; 
in lots of six or more pairs, $1.50 per 
pair. 


Late Demand Very Heavy for 
Tree Stands 


Last minute demands for Christmas 
tree stands has been very heavy, as 
in the case of tree lighting outfits it is 
believed that the bulk of tree stand re- 
tail business will be done from now on 
to Christmas Eve. Local stocks are 
not heavy but will be adequate, it is 
thought. Prices were firm throughout 
the season. 


JOBBERS’ QUOTATIONS pA RE- 
TAILERS, F.O.B. NEW YOR 
Christmas tree stands, Gem, . per 
doz.; Crown, 2 in., 
3 in., 


$7.50 per doz. and 
$12.50 per doz. 
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Chicago Has Heavy Christmas Business 
Holiday Buyimg Earlier This Year 


(Chicago office of HARDWARE AGB) 
HE holiday trade is apparently heavier than usual this year 
and, starting as it did somewhat earlier than is customary, is 
rapidly depleting the Christmas merchandise stocks of both 
jobbers and manufacturers. The frequent replacement orders of 
the dealers indicate that their stocks are moving even better than 
they anticipated. 

Prices are without change except for a local fluctuation in wood 
screws. After recently lowering prices on this item Chicago job- 
bers this week announce a slight advance. 

In spite of the fact that the holiday buying started at least two 
weeks earlier than usual this year, the customary last minute rush 
is developing the same as always. Dealers are sending in frequent 
replacement orders for Christmas merchandise, jobbers’ stocks are 
running low and manufacturers report threatened shortages on 
several lines. Taken all together the holiday trade, especially that 
part going to the hardware stores, is apparently heavier this year 
than ever before. 

With the attention focussed on the Christmas business, the move- 
ment of the more prosaic staple lines is extremely quiet. The fact 
that dealers are evidently holding their stocks down to a minimum 
before the annual inventory taking would indicate that immediately 
after that event there will be a considerable tendency to place fill-in 
orders. Future orders for spring and summer merchandise are 
showing a gradually increasing volume but are still a good bit be- 
hind last year’s record. 

As is to be expected at this season of the year, prices are remark- 
ably stable and there is very little indication that there will be any 
material changes in the near future. The one exception to this 
general condition is a local fluctuation in wood screw prices. Very 
recently, in the face of a manufacturer’s advance, Chicago jobbers 
lowered their screw prices and this week announce a slight increase. 

Collections are reported as satisfactory. 





AUTOMOBILE ACCESSORIES.—The 


holiday trade has had a tendency to ing be quality ane grade 4 ponte: 
. . special unguarantee andled axes, 
hold up sales in a very satisfactory $12 per dozen base. 
manner. ° 
mi . — BOLTS AND NUTS.—Prices are 
wa strong, but unchanged. Sales are good. 
Spark Plugs. —Splitdorf, for Fords, We quote from jobbers’ stocks, 
50c, each, regular 58c.: each; Cham- f.o.b, Chicago: Carriage bolts, cut 
pion X, 45c. each; Champion Blue thread, 45-55 per cent discount; small 
Box line, 53c. each; A. C., 53c. each; carriage bolts, rolled thread, 50-5 per 
lots of 100, 50c.; A. C. Special Ford, cent discount; machine bolts, cut 
36c. each. cerens. eo per cont tay at a 
— machine bolts, rolled thread, -10- 
A een, Sa, per cent discount; all stove bolts, 


Chains.—Non-skid, dozen pair lots, oe cet ae ag screws, 


53 per cent discount. 


Jacks.—National Standard, No. 21, BUILDERS’ HARDWARE.—Sales are 
$1.30 each, 


Pumps.—Rose, 1% in. cylinder, good at the present low prices. 
$1.85. We quote from jobbers’ stocks, 
Tires and Tubes.—30 x 3%, oversize f.o.b. Chicago: 3% x 3% steel butts, 
cord tires, $8.75 each; regular cord, old copper and dull brass finish, $1.80 
$6.60 each; gray inner tubes, 30 x 3%, per dozen pair; 4 x 4 steel butts, old 
$1.50 each; red inner tubes, 30 x 3%, copper and dull brass finish, $2.52 per 
$1.75 each. dozen pair; heavy steel bevel inside 
— a p= go wie aes ee 
. . eye ront door sets, ‘ per set; 
AXES.—There | is an active seasonal wrought brass bit-keyed front door 
demand and prices are holding firm. sets,«$3 per set; cylinder front door 
sets, $7 per set. 
We a from jobbers’ stocks, ‘ : 
so , wow ner FW 7s single CHAINS.—Chain prices are very firm, 
dozen base; double bitted, si9 ne but no changes are reported in jobbers’ 
base; good quality black unhandled quotations 
axes, same weight, single bitted, $13 ; 
dozen base; single biitted handled We quote from jobbers’ stocks, 








axes, $15.50 to $24 per dozen, accord- f.o.b. Chicago: % inch proof coil 





chains, $8.50 per 100 lb. Henso Bull 
Dog and Brown coil —, 50-10 per 
cent discount. No. 00-4% electric 
welded cow ties, $2. 75 per dozen. 


COPPER RIVETS AND BURRS.—The 
demand is normal and prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Copper rivets and 
burrs, 40-2% per cent discount. 


ELECTRICAL AND RADIO MER- 
CHANDISE.—Manufacturers report a 
threatened shortage on Christmas tree 
outfits and lamps. 


We nano from jobbers’ stocks, 
f.o.b. Chicag 


Electrical Said. — No. 14 
rubber covered wire, $6.85 per “1000 
ft.; in 1000 ft. lots, $6.35. No. 18 
lamp cords, $14.25 per 1000 ft.; in 1000 
ft. lots, $13.65; % in. brush brass ke ey 
sockets, 15%c. each; two-way plugs, 
45c. each; in lots of 10, 40c. oom: 
two-piece attachment ‘plugs 
each; dry cells, boxes of 50, 
each; less than case lots, 36c. Oy 

Radio Supplies.—Radio B batteries, 
No. 766, $1.40 each; No. 767, $2.62 
each; No. 770, tr 33 each; No. 772, 
$3.62 each; No. 486, $3.85 each, 

Battery Chargers. —Apeo line, lots 
of less than 10, $13.50 each. 

Loud Speakers. pac Electric 
No. 522 W, $2.50 list. Discount, 30 
per cent. 


FILES.—There is a good steady de- 
mand and prices remain unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: American files, 60-10 
per cent off list; Nicholson files, 50 
per cent off list; Black Diamond files, 
40-10-5 per cent off list. 


GALVANIZED WARE. — Sales are 
quiet as attention is given to holiday 
merchandise. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Standard galvanized 
after-made tubs, oF . ; No, 2 
$6.85; No. 3, $8; 10 te 
after-made pails, $2. 12: Se $2.33; 
14 qt., $2.60. One allon, al yh on 
ized oil cans, $2.3 doz.: 2 gal., 
doz.; 3 gal., $6 doz.; 5 gal., $6.75 doz.; 
1 bu. galvanized baskets, $6.20 doz.; 
No. 26% bu. baled galvanized meas- 
ures, $4.50 doz. 


GLASS AND PUTTY.—tThere is a 
good steady demand and jobbers report 
that stocks are adequate. 


We quote from jobbers’ stocks 
f.o.b. Chicago: Single strength A, 5 
in. bracket, 85 per cent discount; 
single strength A, 34 to 40 in. bracket, 
82 per cent discount; single strength 
A, all other brackets, 81 per cent dis- 
count; double strength A, all sizes, 
82 per cent discount. Single strength 
B up to 25 in., 87 per cent discount; 
34 to 40 in., 85 per cent and balance 
84 per cent; double strength B up to 
54 in., 86 per cent discount; balance 
84 per cent. Putty, pure des, $3.75 
— 100 lb.; commercial, $3.40 per 100 


HANDLED HAMMERS AND 
HATCHETS.—Hammers are in active 
demand; hatchets quiet. 


greg 


uote from jobbers’ stocks, 
f.o. _ Chicago: First quality 16 oz. 
nail hammers, $12 a dozen; Maydole, 
$12.60 a dozen; 16 oz. mach nists’ 
hammers, first ‘quality, $9.20 dozen; 
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Competitive grade, 16 oz. nail ham- 
mers, $6 to $8. 


HATCHETS— 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality hatch- 
ets, No. 2 shingling, $12.50 doz.; first 
quality hatchets, No. 2 broad, $16.40 
doz.; medium quality hatchets, No. 2 
shingling, $8 doz.; medium quality 
hatchets, No. 2 broad, $12.50 doz, 


HANDLES, AGRICULTURAL.—There 
is a steady demand and prices are un- 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Hay Fork Handles. — Straight- 
ag or and bored, best grade, 4% 
, $4.95 doz.; 5 ft., $6 doz.; XX, 4 
,» $4.95 doz.; 5 ft., $5.30 doz.; X, 4 

, $2.65 doz.: 5 ft., $3.10 doz. 


ay Fork Handles. —Bent-chucked 
and bored, best oe with strap, 
ferrule and | oa 4% ft., $8.25 dozen; 
5 ft., $9.35 B.2 dae a A with strap, 
ferrule aa cap, 4 4 ft., $6 doz.: 4% ft., 

: : bent, 4% ft. $4. 85 
doz.; 5 ft., $6.25 doz.; x h nate 414 ft., 
$3. 25 doz.; 5 ft., $3.75 

Manure Fork oe —Bent, best 
grade, 4 ft., $5.25 doz.; 4% ft., $5.60 
i . a bent, 4 ft., $4.55 doz.; 4% 

$4. 80 doz.; j eee 4 ft., $2.85 doz.; 

43g ft., $3.25 

Garden ti ‘Handles —xx, 4% ft., 
$3.80 doz.; X, 4% ft., $2.65 


Garden Rake Handles. eae 5% ft., 
$3.80 doz.; X, 4% ft., $2.65 doz. 

Garden Rake ag T 9: oe ft., 
$5.60 doz.; X, 5% ft., $3.5 


Shovel Pmt Rese _ ie 
xx, 4% ft., $6.50 doz.; X, 
$4.30 doz.; D handle, ng grade, $8. 75 
doz.; X grade, $6.60 d 


Spade Handles. — D aia best 
grade, $8.60 doz.; grade, $6.60 doz. 


HANDLES, TOOL.—Prices are firm 
and the demand seasonally active. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: . 

Axe Handles.—No. 1 hickory, =: 
doz.; No. 2, $3 doz.: second growth 
hickory, $5 doz.; finest selected sec- 
ond growth hickory, $6.50 doz. 

Hatchet and Hammer Handles.— 
No. 1, 90c. doz.; finest second growth 
hickory, $1.80 doz. 


HINGES.—Prices are without change 
and the demand is fair. 


qu uote from jobbers’ stocks, 
PA C —- « Heavy strap hinges 
in bundles, 4 in., 90c.; 5 in., 10; 6 
in., $1.12; 8 in., $1. 90; 10 in., $3.87 per 
dozen pairs; extra heavy T ws in 
bundles, 4 in. ., $1.40; $1.28: 6 in 

$1.32; 8 ‘in., $2.30; 10 A, ™33° 30 per doz. 


ICE CREAM FREEZERS.—tThere is a 
fair volume of orders for spring de- 
livery. 


We quote from jobbers’ stocks, 
a Chicago: ite Mountain, 1 
$4.80 list; 2 qt., $5.60 list; 3 at., 
96°75 list; 4 qt., $8. 25 list; 6 at., 
$10.45 list; 8 qt., $13.40 list; 10 aqt., 
$17.90 list; 12 qt., $21.50 list: 15 qt., 
$25.60 list; 20 qt., $33.20 list; 25 qt., 
42.60 os Arctic, 1 qt., $4 list 2 at., 
4.60 1 3 qt., $5.45 list; 4 at., 6.80 
list; 6 rid $8.60 list; 8 at., $11.10 list. 
All the above less 50 per cent dis- 
count. Alaska, 1 qt., $2.95 oe : qt., 
$3.45 list; 3 qt., $4 4.10 list; 4 $ 
list; 6 at., $6. 30° list: 8 qt., $8. y ‘list: 
10 qt., $10.75 list; 12 qat., $14 list; 15 
qt., $17 list; 20 at., $21. 50 list. A dis- 
count of 20 and 10 per cent on all 
above prices. Acme, 2 qt., galv., 
doz.; 2 qt., enamel, $10 per doz.: 4 
qt., enamel, $18 per doz. Above prices 
are net, 


ICE SKATES.—tTubular skate outfits 
are selling somewhat of last year’s 
record. 


= uote from jobbers’ stocks, 
f.o. hy Chicago: Key Clamp, Rocker, 
Men’s and Boys’ bright nish, 75c. 
pair. Half Key Clamps, Rocker, 





NAILS.—The demand 
this time of year. 
changed. 


PYREX WARE.—tThe final 
rush is on, with a heavy volume of fill- 
in orders. 
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Women’s and Girls’, $1 pair; Key 
Clamp, Hockey, Men’s and ‘Boys’, 
$1.20 pair; Half Key Clamp, Hockey, 
Women’s and Girls’, $1.40 pair; Tu- 
bular Skates, Men’s or omen’s, 
Racer or Hockey, $5.50 pair 


LANTERNS.—tThe demand is fair and 
no price changes are expected for next 
year. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Dietz D-Lite, $13 doz.; 
with large fount. $14.25 doz.; Little 
Wizard, $8.50 doz.; Blizzard, $13 doz. 


LARD PRESSERS AND SAUSAGE 
STUFFERS.—tThere is a good seasonal 
demand. 


We quote from jobbers’ stocks, 

— Chicago: Enterprise, No. 25, 4 

$8 each; No. 31, 6 at., $8.65 each; 
We 35, 8 qt., $9.50 eac 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Common wire and cement-coated 
nails, $3.05 per keg base. 


PAINTS AND OILS.—Sales are satis- 
— and prices are unchanged. 


ee from jobbers’ stocks, 
cone Chicago: 

Linseed Oil.—Raw, barrel lots, 92c. 
per gal.; 5 barrel lots, 89c. per gal. 

Linseed Oil.—Boiled barrel lots, 95c. 
per gal.; 5 barrel lots, 92c. per gal. 

Turpentine.—Drum lots, 99c. 

Denatured Alicohol.—Barrel lots, 
42c. per gal.; steel drums extra, $6 
returnable. 

White Lead.—500-lb. lots, $13.73 per 
100 lb., net; 100-lb. lots, $14; 50-Ib. 
lots, $7.25; 25-lb. lots, $3.65; 12%4-lIb. 
lots, $1.85. 

Shellac.—(4%- Ib. cuts), ye $2.60 
per gal.; orange, $2.30 per 

English Venetian Red sa , 
$3.50 to $6.75 per 100 Ib. 

— Paste.—Barrel lots, 7%c. per 


We 6 ach from jobbers’ stocks, 
f.o.b. Chicag 

Bread Pans.—No. 212, $7.20 doz.; 
No. 214, $12 doz. 

New Handled Casseroles.—Round, 


doz. Shallow Oval, No. 642, sf doz.: 
No. 643, $14 doz. 

Pie Plates.—No. 208, $6 per doz.; 
No. 209, $7.20 doz. 

Tea Pots.—2 cup, $21 doz.; 4 cup, 
$24 doz.; 6 cup, $28 doz. 

Utility Pans.—No. 231, $8 doz.; No. 
232, $14 doz. 


ROPE.—While prices are holding firm, 
sales are showing a seasonal let up. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

No. 1 manila, standard brands, 
221l4c. to 25%c. per Ib.; No. 2 manila, 
244%c. per lb.; No. 1 sisal, 15%c. to 
17c. per lb.; No. 2 sisal, 14c. to 1l6c. 
per lb. 


SASH CORD.—No price changes are 
looked for, and it seems as if dealers 
were warranted in placing orders for 
their early 1927 needs. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 7 apace brands, 
a 4 per doz. hanks; No. 8, $8.45 doz. 

anks. 


SASH PULLEYS.—The demand 
rather quiet and prices show no cnange. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common sash pulleys, 








is normal for 
Prices are un- 


holiday 



























































































47 


50c. doz.; barrels, 54c. doz.; Common- 
sense, 2 in., 60c. doz.; barrels, 54c. 
y a - No. 105, 46c. doz.; barrels, 42c. 
Oz 


SCREWS.—tThe demand continues ac- 
tive, after the recent manufacturers’ 
advance, which is now reflected by a 
sag advance in jobbers’ prices. 


uote from jobbers’ stocks, 
cane hicago: Flat head 0Obright 
screws, 75- 20. 10-10 per cent new list; 
round head blued, 72%-20-10-10 per 
cent new list; flat head brass 72%- 
20-10-10 per cent new list; round 
— brass, 70-20-10-10 per cent new 
st. 


SOLDER AND BABBITT.—In spite of 
the high price levels sales are normally 
good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Warranted 50-50 sol- 
der, $46 per 100 lb.; medium, 45-55 
solder, $45 per 100 ib.: tinners’, 40-60 
solder, $44 per 100 Ib.; high speed 
babbitt metal, $20 per 100 Ib.; stand- 
ty No. 4 babbitt metal, $14 per 100 


STEEL SHEETS.—The current de- 
mand is light, but a Shop increase is 
looked for after the first of the year. 


ote from jobbers’ stocks, 

. Guiana: 28 - “gage galvanized 

Li A $5.30 per 100 lb.; 28-gage black 
sheets, $4.20 per 100 Ib. 


STOVE PIPE, COAL HODS, ETC.— 
Prices are very firm and sales are sea- 
sonably good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Best full gage pipe, 
30 gage, 12c.; 28 gage, 13c.; 26 gage, 
15%c. per — Corrugated elbows, 
30 gage, $1.20; 28 gage, $1.50 per doz. 
Galvanized coal hods, 17 in., $5 doz. 


TRAPS.—tThe selling season is about 
over for this year. 


uote from jobbers’ stocks, 
PY“. Chicago: ee No. 0, .10 
doz.; $1.38 doz.; No. 1%, $2.44 
doz.; Ne 2 $3. 36 doz.; ‘. Oneida Jump, 
No. 1, $1. 38 doz.; No. $2.81 doz.; 
No. 2, $4.39 doz.; Gibbs Two-trigger 
$5 doz.; Gibbs Single Grip, No. 1, 
$1.88 doz.; No. 2, $3.35 doz. 


WIRE PRODUCTS.—There is a normal 
volume of sales and prices remain un- 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Wire staples, No. 
black annealed wire, $3.05 per 100 Ib.; 
No. 9 galvanized plain wire, $3.50 per 
100 lb.; catch weight spool galvan- 
ized cattle or hog wire, $3.75 per 100 
lb.; 80-rod spool of galvanized hog 
wire, $3.25 per spool. Polished fence 
staples, $3.50 per 100 lb. Wire cloth, 
black, 12- mesh, $1.65 per 100 sq. ft.; 
galvanized, 12- mesh, $1.95 per 100 sq. 

- bronze, 14- mesh, $5.75 per 100 sq. 
: Galvanized poultry netting: Gal- 
vanized before made, 5714-5 per cent 
discount; galvanized after made, 
52%-5 per cent discount. 


5 
WRENCHES.—tThere is a good normal 
demand and prices hold firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Agricultural wrenches, 
60-10 per cent discount. Coes 
wrenches, 40-10 per cent discount; 
engineers’ wrenches, 50-10 per cent 
discount off new list; Trimo, $65-10 
per cent discount. 


Snap-on Wrenches. — Radio and 
electrical set, in metal cases, $2.75; 
No. 101 Master Service Set, $13 3.75; 
No. 202 Heavy Duty Set, $8.80; No. 
404 Flexible Socket Set, $7.50; No. 
608 Crankcase Drain Plug Socket, 
$3.20; No. 900 Square Socket Set, 
$3.70; No. 1878 Giant “‘Snap-on”’ with 


extra heavy duty ratchet, $27.35. All 
Snap-on renches less 33% per cent 
discount. 
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December 23, 1926 


December Volume Good in Cincinnati— 
Prices Firm with Collections Normal 


(Cincinnati office of HARDWARE AGE) 


ALES of local hardware jobbers in the first half of December: 


compared favorably with those in the same period last year, 

but, of course, showed the usual decline as the holiday season 
approaches. Retailers are too absorbed in meeting the demands 
of the Christmas trade to give attention to forward buying. On 
the other hand, the number of retailers who have been compelled 
to replenish current stock has been impressive. 

Cincinnati banks have released large sums of money deposited 
on Christmas savings accounts and the merchants here are feeling 
the effects of better business as a result. Retail sales probably will 
run ahead of those in the pre-holiday period a year ago. The fact 
that hardware dealers, both in the downtown and in the suburban 
districts are doing an unusually brisk business is a source of en- 
couragement. 

The week immediately preceding Christmas the local jobbing 
houses will call in their road salesmen until after the first of the 
year. This is in conformity with their usual policy. 

Many spring items have been put before the retail hardware 
merchants, but definite action is not anticipated much before the 
middle of January. 

On numerous winter commodities sales have been less than last 
year because this particular territory has experienced unseasonably 
warm weather for this time of the year. Consequently such prod- 
ucts as ice skates, sleds and denatured alcohol have suffered. On 
the other hand, builders’ hardware and other items dependent upon 
open weather have benefited. 

Prices in general are firm. Collections are about normal. 








AUTOMOBILE ACCES SORIES.— -—— siciesene 


Business has held up well in the past ee ee 





two weeks, the volume of holiday goods $1.27 each: 30 x 3% medium grade 
: : : " standard, $1.50 each: 31 x 4 cheap 
especially being satisfactory. Encour grade, $1.79 each: 31 x 4 medium 
agement is seen by the jobbers in this | grade, $2.05 each; 32 x 4 cheap grade, 
: : $1.87 each; 32 x 4 medium grade, 
territory because of the interest shown | ie 65 cach: 03 & 4 chtee eee Ge 
by the retail trade in forward buying | each: 33 x 4 medium grade, 73.38 
: : = each; 22 x 4% cheap grade, 4 
of tires and tubes. Prices are un-| —- 2 «46 aa oe 2 
changed. - | each; 29 x 440 medium grade balloon, 
$1.95 each: 29 x 440 better grade, 
We quote from Cincinnati jobbers’ balloon, $2.60 each. 
ee | We quote from Cincinnati jobbers’ 
Tires.—30 x 3 cheap fabric, $5.35 ome es eee — 
each; 30 x 3 medium grade fabric, | — 
$6.35 each; 30 x 3% cheap fabric, Flashlights.—Two-cell Yale tubular 
$6.25 each; 30 x 3% medium grade flashlights with fiber or nickel case 
fabric, $7.25 each: 30 x 3% cheap 69ce. each: three-cell Yale tubular 
grade cords, $6.75 each; 30 x 3% flashlight with fiber or nickel case, 
medium grade cord, $9.75 each; 30 x S6c.; two-cell miner flashlight with 
3% medium grade commercial cord, fiber or nickel case, $1.10; three-cell 
$12.50 each; 31 x 4 cheap grade cord, miner flashlight with fiber or nickel 
$10.60 each; 31 x 4 medium grade case, $1.24. 


standard cord, $13.75 each: 32 x 4 
cheap grade cord, $11.15 each; 32 x 4 
medium grade standard cord, $14.50 
each; 32 x 4 medium grade commer- 
cial cord, $17.50 each; 33 x 4 cheap 


Batteries. — Small Yale monocells, 
$8.25 per 100; large Yale monocells, 
$9.35 per 100; two-cell baby tubular, 
$16.50 per 100; two-cell tubular, $19.25 
grade cord, $11.75 each: 33 x 4 per 100; three-cell tubular, $27.50 per 
medium grade standard cord, $15.25 | 100. 
each; 34 x 4 cheap grade cord, $12.35 | Tire Chains—For less than 12 


each; 34 x 4 medium grade standard | airs, 35 per cent off list: for 12 
cord, $16.20 each; 32 x 4% cheap | pairs or more, 40 per cent off list. 
grade cord, $15.20 each; 32 x_ 4% | Radiator and Engine Covers.—Ford, 
medium grade standard cord, $19.75 1924 and 1925 models, $2.25 each: 
each; 32 x 4% medium grade com- | Ford, 1926 model, $2.35 each; Ford ra- 
mercial cord, $24.75 each; 33 x 4% | diator cover only, for 1917-1926 mod- 
cheap grade cord, $15.80 each; 33 x els, $1 each : 

‘3 Ee ae ew —— — | or oe 

20.50 each; 34 x 4% medium grade Radiator Shutters. — For Fords, 
standard cord, $21.25 each; 29 x 440 1936 smdele, $5.66 each; for Chevro- 
cheap grade balloon, $7.55 each: 29 x | let, $1926-1026 models, $6 each; for 


440 medium grade standard balloon, Dodge, 1923-1926 models, $7.50 each. 
$9.65 each; 29 x 440 medium grade Discounts of 33% per cent apply on 
extra heavy balloon, $11.75 each. | above prices for purchases in lots less 

Tubes.—30 x 3 cheap grade, $1.03 | than five; 40 per cent discount on lots 
each; 30 x 3 medium grade standard, of five or more. 





AXES.—Sales have been consistently 
good, and orders now being booked for 
fill-in purposes have attained fair pro- 
portions. Prices are the same. 


We quote from Cincinnati jobbers’ 
stocks: 


Dreadnaught single bit base weight 
handled axe, $19.50; Dreadnaught sin- 
gle bit base weight unhandled axe, 
$14.75: double bit base weight handled 
axe, $24.25; double bit base weight 
unhandled axe, $20. 


BOLTS AND NUTS.—tThere has been 
no change of consequence in the last 
month. The retail trade is taking only 
small quantities of stock for immediate 
delivery. 
We quote from Cincinnati jobbers’ 
stocks: 


Machine Bolts.—Large, 50 and 
10 off; small, 50, 10 and 10 off; car- 
riage bolts, large, 50 off; small, 50 
and 10 off; stove bolts, 75 off; semi- 
finished nuts, 9-16 in, and smaller, 75 
off; larger sizes, 65 off. 


BUILDERS’ HARDWARE. — Open 
weather has been favorable for outdoor 
work, and therefore there has been no 
marked recession in building operations. 
November permits for new improve- 
ments show a total cost of $2,572,000, 
compared with $1,622,000 during the 
corresponding month last year. While 
prices have not been disturbed, some 
readjustments are expected in the near 
future. Action of manufacturers in 
changing their schedule of quotations 
will determine to what extent present 
prices will be altered. 


We quote from Cincinnati jobbers’ 
stocks: 

Hinges.—Heavy, 60, 10 and 10 off: 
light, 60, 10 and 10 off; extra heavy 
T, 60, 10 and 5 off. 

Hasps.—Common Hinges, 70 off: 
safety hasps, 3-in., 60c.; single, per 
doz., 4%-in., 80c.; 6-in., $1.40. 

Butts. — Steel, dull brass and 
antique copper case lots 3% x 3%, 
l4c. per pair net; 4 x 4, 20%c. Less 
than case lots, 3 x 31%, 15¢c.; 4 x 4, 
21c. : 

Sash Weights.—Sash weights, $1.90. 

Inside Sets.—Square bevel inside 
sets in case lots, $4.50 per doz. 


CARPET SWEEPERS. — Conditions 
here are about normal. Little stock is 


moving at the moment, but the lull is 
only seasonal. 





We quote from Cincinnati jobbers’ 
stocks: 

Standard japanned carpet sweeper, 
$36 per dozen; Universal japanned 
sweeper, $42 per dozen; Grand Rapids 
nickel-plated sweeper, $48 per doz.; 
Little Helper toy sweeper, $2 per doz. 


FILES.—No change has occurred in the 
schedule on this item. Retailers are 
amply stocked to care for current 
needs. 

stocks: Black Diamond files, 40, 10 


and 10 off list; Keystone files, 70, 10 
and 5 off list. 


Reading matter continued on page 50 
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AR OWARE 


ELECTRO WATIONAL ! 


PEX i] 


ZINC-~COATED 
Wire Screen Cloth 















































Come Again 





Reliable merchandise is the magnet which 
attracts the trade to your door. The quality of 
the goods you handle explains why or why not 
customers come again. 


You can depend upon Apex Electro Zinc- 
Coated to be as you represent it. You can 
conscientiously recommend Apex to your best 
customers and know that they will be satisfied. 


Apex has been tried and tested in every climate 
and has found universal favor with screen cloth 
buyers everywhere. 


Distributed by Jobbers 


If your jobber cannot supply you, @rite us, and we 
will give you the name of the one who will. 


Apex is zinc-coated by a special 


electroplating process after 

weaving which gives a beauti- JOHN M.. HART COMPANY 

ful soft gray finish, capable of ne ay ee ye 

withstanding continued hard HANOVER WIRE CLOTH CO. 

wear. Will not rust, bulge, or 

sag under normal use. Ona Celeny Balhdiny. Mieke 


Chicago, Ill, Hanover, Pa. 
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DENATURED ALCOHOL.—A sudden 
change to near-zero temperatures has 
stimulated buying of this commodity. 
However, sales for the season to date 
are not up to the level reached a year 
ago. 
We quote from Cincinnati jobbers’ 
stocks: 
In drums of 52 gallons, 40c. a gal.; 
in lots of three drums or more, 39c. a 
al. There is a charge of $6 for each 
rum, but this money is refunded at 
the end of the season. In gallon 
cans, 65c. a gal.; in lots of 10 gal. or 
more, 63c. a gal. 
FIRE SHOVELS.—Jobbers report a 
satisfactory movement of this product. 
Fill-in orders have come in at a mod- 
erate rate. Prices are the same. 
We quote from Cincinnati jobbers’ 


stocks: 
No. 80, 56c. each; No. 56 ea 


95c. each: No. 9, $1. 50 each; N 
$1.65 each. 


EAVES TROUGH AND CONDUCTOR 
PIPE.—Business has been fairly good, 
because of the open weather experi- 
enced in recent weeks. 
GALVANIZED WARE.—tThe sale of 
goods for the holiday trade have been 
up to normal. Prices are the same. 
We quote from Cincinnati jobbers’ 


stocks: 
Galvanized Pails.—10 gqt., $2.30 per 
doz.; 12 qt., $2.55 per doz.: 14 at., 


$2. 90 per doz.: 16 qt., $3.40 per doz. ; 

galvanized tubs, No. 1, $6.50-per doz. 
ICE SKATES.—While business has 
been rather slack, because of the ab- 
sence of cold weather, sales are ex- 
pected to be good as soon as conditions 
are favorable. 


We quote from Cincinnati jobbers’ 
stocks: 
Common grade men’s skates, 89c. 
a pair; common grade lady’s skates, 
$1.25 a pair. 
LADDERS.—There has been no change 
in this commodity. 
We quote from Cincinnati jobbers’ 


stocks: ; 

Rodded ~oru 24c. a ft.; single 
ladders, 20c. a ft. up to 16 ft.; exten- 
sion ladders, 30c. a ft. up to 32 ft.; 


best grade ladders, 50c. a ft. 


HOSE ATTACHMENTS. — Announce- 
ment of prices for next spring has 
aroused only passing interest. Little 
buying is. expected to develop until 
after Jan. 1. 
We quote for delivery in the spring 
of 1927: 
Diamond nozzles, $3.60 a doz.; Pet 
nozzles, $4.90 a doz.; Gem nozzles, 
$5.50 a doz. 


HOSE REELS.—While jobbers are 
ready to take orders for spring deliv- 
ery, no bookings of consequence will be 
made until next month. 


LAWN HOSE.—tThe retailers in this 
territory are placing a few orders for 
spring shipments, but the bulk of the 
business will not be purchased for sev- 
eral weeks. 


We quote for 1927 delivery from 
local jobbers’ stocks: 

Leader Hose.—*%-in., $7.75 per 100 
ft.: Red Dandy, %-in., $11.50 per 100 
ft.: molded hose, %-in., on reels, 
$10.50 per 100 ft. 


NAILS.—Prices are firm and retailers 


are taking their regular requirements. 
We quote from Cincinnati jobbers’ 
stocks: 
Common wire nails, $2.95 per keg; 
panne coated nails, $3.05 per 100 Ib. 


ez. 
OIL HEATERS.—tThe market has been 
steady, and the amount of stock moved 


Reading matter continued on page 
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in the past 
Prices 


from local warehouses 
month has been satisfactory. 
are unchanged. 

bat quote from Cincinnati jobbers’ 


ates 
road No. 12, $3.70: No. 15, $4.65; 
a 016, $5.50; No. 0190, $7. 


PAINT.—Sales have tapered in the past 
week, but bookings for this late in the 
year have been remarkably good. 


We quote from Cincinnati jobbers’ 
stocks: Ready mixed house paints, 
$2.75 per gal.; linseed oil single bar- 
rel, 86c. per ‘gal.: turpentine, in 2- 
barrel lots, 93c. per gal.; white and 
red lead in 500-lb. kegs, 15%c. per 
lb. less 10 per cent. 


PYREX WARE.—Holiday trade in this 
item has been especially good. Prices 
have not changed recently. 


We quote from Cincinnati jobbers’ 
stocks: 

Round agrees. — No. 
each; No. 622, $1 each; No. oo" 1 , 
each; No. 624, $1.33 each. 

Square Casseroles.—No. 653, $1.17 
each. 

Oval Casseroles.—No. 632, $1 each; 


No. 633, $1.17 each; No. 634, $1.33 
teach. 

Round Pie Plates.— No. 205, 17c. 
each; No. 208, 50c. each; No. 209 
60c. each; No. 210, 67c. each; No. 211, 
73c. each. 

Round Pudding . Dishes.—No. 021, 


40c. each; No. 022, 57c. each; No. 023, 
67c. each; No. 024, 80c. each. 

Square Pudding Dishes.—No. 053, 
67c. each. 

Oblong Bread or Loaf Pans.—No. 
213, 17c. each; No. 212, 60c. each; No. 
214, $1 each. 

POULTRY NETTING AND WIRE 
CLOTH.—Quotations for the spring 
trade have been prepared and are being 
announced to the retailers in this dis- 
trict. Actual bookings, however, will 
not reach sizable proportions until next 


month. 


SCREEN DOORS AND WINDOW 
SCREENS.—Slight reductions in the 
prices of both of these commodities for 
1927 have been made by local jobbers. 


ROPE.—The situation is unchanged. 
Prices are steady and considerable ma- 
terial for delivery in the first four 
months of 1927 has been ordered. 


We quote from Cincinnati, jobbers’ 
stocks: 

Best grade Manila rope, Ocean 
brand, 23%c. per lb.; Plymouth brand, 
24%c. per lb.: sisal rope, 15'%c. per Ib. 


RADIO BATTERIES.—tThere has been 
a temporary lull in sales, but the decline 
in business is not expected to last long. 
Prices are the same. 

We quote from Cincinnati jobbers’ 


stocks: 
Lessthan In Unit 
Unit Packages 
Packages of 50 
Each Each 
‘“*‘A’’ batteries, No. 6..$0.37 $0.32 
“B”’ batteries, 5156... 1.22 1.14 
“RB” batteries, 2156... 1.40 1.36 
“B” batteries, 2306... 2.80 2.44 
“B”’ batteries, 2308... 2°80 2.44 
“B” batteries, 10308... 3.85 3.58 
‘Cc’ batteries, 2370... .42 .39 


ROOFING MATERIAL. — A_ small 
amount of stock is being sold by local 
jobbers. 


We quote from Cincinnati jobbers’ 
stocks: 

Roofing Paper. — Light standard, 
$1.05; medium standard, $1.30; heavy 
standard, $1.55; light Holdfast, $1.35; 
medium Holdfast, $1.60; heavy Hold- 
fast, $1.90: K red and green slate 
surface, $2.10. 

Roofing Coating.—Coal tar, refined, 
in barrel lots, 25c. per gal.: in half 
barrel lots, 28c. per gal.; coal tar, 
crude, in barrel lots, 24c. per gal.; in 
half barrel lots, 27c. per gal. 
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Roofing Cement.—Liberty elastic, 1 
lb. 12c.; in 5 Ib, cans, 9%c. per Ib.; 
in 10 Ib. cans, 9c. per Ib.; in 25 Ib. 
cans, 8c. per . Ib. Certain-teed 
cement, 36 Ib. to the case, $4.25 per 
case; in 5 Ib. cans, 12 cans to the 
box, 8%c. per Ib.; in 10 Ib. cans, 6 
cans to the box, 7%c. per Ib. 

CY- 


SCOOTERS AND SIDEWALK 
CLES.—tThe Christmas trade in both of 
these products has been satisfactory. 
Prices are firm. 
We quote from Cincinnati jobbers’ 
stocks 
No 110, $3 each; No. 111, $3.20 each: 
Scootaway, $2.30 each: Rideway, $3.10 
each; Sidewalk cycle, Mo. 11, $10.65 
each; Sidewalk cycle, No. 12, $12.60 
each. 
SCREWS.—No change has taken place, 
although an upward revision of prices 
is contemplated by the jobbing trade 
shortly after the first of the year. 


We quote from Cincinnati jobbers’ 
stocks: 

Flat-head bright screws, 85 and 
12% off list; flat-head blue screws, 
85 and 7% off list; flat-head brass 
screws, 80 and 25 off list: round-head 
blue screws, 85 and 2% off list; 
round-head brass screws, 80 and 15 
= ~y bright wire goods, 85 and 25 
oO 


SLEDS.—Little demand from the pub- 
lic has developed, but the first snow of 
the winter probably will bring out good 
business. 

We quote from Cincinnati jobbers’ 


stocks 
Sleds.—No. 96, $11.25 each: 


Steerin 
No. 210, $20.75; No. 100, $14; No. 200, 
$16. 50; No. 220), $24.60: Flexible Fly- 


er, 331% per cent off list. 


#&TEEL SHEETS.—Sales have declined 


in the past 10 days, but still are being 
maintained at a fair level. Prices are 
steady. 


We quote from Cincinnati jobbers’ 
stocks: 

Galvanized sheets, No. 24 gage, 
$4.90 per 100 Ib.; black sheets, No. 24 
gage, $4.05 per "100 Ib. 


WHEELBARROWS. — Business has 
declined considerably, but retailers are 
taking a small amount of stock for cur- 
rent needs. Prices are unchanged. 


We quote from Cincinnati jobbers’ 
stocks: 

Cheap steel tray wheelbarrow, $3.90 
each; pan-American tray wheelbar- 
row, $5.25 each; contractor wheelbar- 
row, $5.60 each: concrete wheelbar- 
row, $6.50 each; tubular wheelbar- 
row, $6.60 each. 


WIRE GOODS.—Sales are at a mod- 
erate level, and retail dealers have 
enough stock to supply their trade. 
Prices are firm. 


We quote from Cincinnati jobbers’ 
stocks: 

Black annealed wire, $3 per 100 Ib.: 
galvanized wire, $3.45 per 100 lb.; gal- 
vanized 4-point barbed hog wire, $3.43 
per 100 Ib. in 80-rod reels: galvanized 
4-point barbed cattle wire, $3.17 per 
100 Ib. in 80-rod reels; galvanized spe- 
cial 2- -point barbed hog wire, $2.39 per 
100 lb. in 80-rod reels; galvanized spe- 
cial 2-point barbed cattle wire, $2.25 
per 100 Ib. in 80-rod reels. 


WEATHER STRIPPING. — Even 
though the season is well advanced, de- 
mand has been sustained unusually 
well. Prices are the same. 


We quote from Cincinnati jobbers’ 
stocks: 


Wood and rubber weather strip- 


ping, No. 1, $16.50 per 1000 ft.: No. 
1%, $23.25 per 1000 ft.; No. 4, $33, 40 
per 1000 ft.; No. 7, $40 per 1000 ft. 


Wood and felt weather stripping, 


No. 71, $18.50 per 1000 ft.; No. I, 
$26 per 1000 ft.; No. 75, $44.50 per 
1000 ft. 


All rubber weather stripping, No. 
$2.25 per 100 ft.; No. 10, $3 pe 
ft.; No. 11, $3. 175 per 100 ft 
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Y OU’D be surprised to know that a 
large percentage of our volume Is in 
replacements. 


Scarcely a day passes that one or more 
of our service branches are not called on 
to tell somebody what to do with doors 
that won’t work. 


In nearly every case, the trouble is that 
somebody — builder, architect, owner; 
generally owner—‘saved money” on 


HARDWARE AGE 


Doing the job over 
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cheap door-hardware; and the result is 
that the job has to-be done over. A door 
that’s improperly equipped doesn’t work ; 
and a door that doesn’t work is worse than 
no door at all. 

“Doing the job over” is a costly opera- 
tion; hardware too light for the work; or 
made to sell at a price; or mistakenly 
designed for its duty. The right thing 
even at a higher price would have cost less 
in the end. 


Richards-Wilcox doorway engineers will show you how to avoid all this, 
if you ask them. Their service is free; but it is worth money to you. 





ichards-Wilcox Mf 


@ 





AHanever forany Door that Slides 
AURORA, ILLINOIS, U.S.A. 
New York Boston Philadelphia Cleveland Cincinnati Indianapolis St.Louis New Orleana 
Chicago Minneapolis KansesCity LosAngeles SanFrancisco Omaha Seattle Detrolg 


Montreal - RICHARDS-WILCOX CANADIAN CO.,LTD., LONDON. ONT, + Winnipeg 
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Boston Jobbers Winding Up the Holiday 
Season Hitting on All Fight Cylinders 


holiday season hitting on all eight cylinders. 


(Boston office of HARDWARE AGB) 


It is practi- 


B OSTON shelf hardware jobbers are winding up the Christmas 


cally assured December is to be one of the biggest months in 


1926. 


most likely will beat out spring in sales. 


Usually the spring months are the big ones, but December 


Christmas week finds 


jobbers working nights and with stocks badly shot on many lines. 
It is quite probable jobbers will carry into 1927 smaller supplies 
than they entered 1926. For the next month or so, following in- 


ventory and salesmen’s 


conferences, most jobbers will endeavor to 


put attractive sales up to the retail trade, and at the same time try 
to round up those distributors who have been backward in placing 


orders for spring goods. ‘ 


It will have been a good year in the hardware trade, speaking 


collectively of the retail dealer and jobber. 


Most retail houses, it 


is believed, will find they have had a larger holiday business than 
anticipated, and that carry-over stocks are down to a minimum. If 
that should prove the case, and there is nothing disturbing in price 
movements, there is no reason why 1927 should not start off with 


confidence. 


in certain cases has reached serious proportions. 


The cost of doing business is steadily increasing, and 


Many retail 


dealers have signified their intention of trying to devise means of 
reducing costs, and most likely that subject will be one of the most 
freely discussed at the annual convention of the dealers here early 


next year. 


BARBED WIRE.—Barbed wire will be 
one of the items that jobbers give a lot 
of attention to the next few weeks at 
least. Retail dealers should look stocks 
over. Quite a few have already placed 


their orders for 1927 requirements. . 


Prices from store are less than they 
were a year ago. 


We quote from Boston jobbers’ 
stocks: 
Barbed Wire.—From mill, 4-point, 


in car lots, $3.40 per 100 Ib.; 
Two-ply, 
$3.40 
lots, 


Lyman, 
in less than car lots, $3.65. 
twisted, galvanized in car lots, 
per 100 Ib.; in less than car 
$3.65. From store, galvanized, 4- 
point, 80 rod reels, $4.10 per reel; 
2-ply, twisted, $3.44 per reel. 


BARROWS.—<Another items that will 
have the attention of the jobbing trade 
in the immediate future will be garden 
barrows. Sales for 1926, say jobbers, 
were slightly larger than those for 
1925. It is believed retail stocks are 
small. 
We 


stocks: 


jobbers’ 


Barrows.—Garden, standard, No. 4, 
wood wheel, $5.75 each net: No. 4 
steel wheel, $5.50: No. 5, wood wheel, 
$6.25, No. 5 steel wheel, $6. 


BATTERIES.—Radio batteries have 
sold like hot cakes owing to the in- 
creasing number of sets in use. The 
winter buying movement is by no means 
over. It really has just begun, and 
business should continue heavy well 
into the spring months. 


quote from Boston 


We quote from Boston jobbers’ 
stocks: 
Batteries.—Columbia dry cell, in 


lots of 60, 32c, each net: in smaller 


lots, 36c. Hot shot, in barrel lots, 
No. 1461M, $1.65 each net: No. 1562M, 
$1.97: No. 1662M, $2.34. In less than 














lots, No. 1461M, $1.75: No. 
$2.07; No. 1662M, $2.45. 

in lots of 50, No. 
in smaller lots, 


barrel 
1562M, 

Radio.—Dry cell, 
7111, 35c. each net; 
, o- net. B batteries, in units 
of No. 764, $1.14 each net: No. 
760, "1. 30° No. 771, 39c. Storage bat- 
teries, 6 to $9. 1 = net; 6 to 11, 
$11.10; 6 to is. $13 


CULTIVATORS._There is every indi- 
cation a lot of planting will be done 
in New England next spring. The win- 
ter, so far, has been just right for the 
proper preparation of the soil. Culti- 
vators ought to sell well, and that is 
why jobbers will begin to solicit orders 
shortly. 


We quote from Boston jobbers’ 


stocks: 
Cultivators.—Three-prong, $6.72 per 
doz. net; five-prong, $9.60. 


CUTLERY.—Jobbers are of the opin- 
ion that this week will find retail stocks 
of most kinds of cutlery broken, par- 
ticularly of scissors and shears. They 
also expect retail dealers will fill in 
stocks shortly after the turn of the new 


year. 
We quote from Boston jobbers’ 
stocks: 
Bread Knives.—Genco, $2.50 per 
dozen net: Universal, No. 1A, $2.40, 
No. 203, $3.75, No. 3402, $4 


Kitchen.—Universal, No. 303, 75c. 
per doz. net; No. 350, $1.75: No. 321A, 
$1.20; No. 3200A, $2; No: 3640, $2; No. 


2500A, $2.75; No. , $2. Geneva, 
No. S113D, ‘$1.20. 

Slicers.—U niversal, No. 283A, $5.50 
a doz. net; No. 

Butchers. —Universal, No. 200, 5-in., 
$3 per eo net; 6-in., $3.2 5; 7- in., $4; 


8-in., $4.75; 9- in., $6; 10-in., $7; 12- in., 
12: 14- -in., "S19. 
Grapefruit.—U niversal, No. 345, $2 
per doz. net: No. 5450, $4: No. 3506, 
$3.50: No. 2570, $5. 
6§-in., 


Shears. —Straight, Universal, 


$8.50 per doz. net; 6%4-in., $9: 7-in.. 
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$9.75: 7%-in., $10.50; 8-in., $11; 9-in., 
$13.25. Nickel plated, 6-in., $10; 6%-in., 
$10.50; 7-in., $11; 7%4-in., $11.50; 8-in., 
$12; 9-in., $15. Left hand, 7%-in., 
$14.50. 


Bent Trimmers.—Universal, No. 15, 
7-in., 10.50 per doz. net; 


Japanned, 
9-in., $14.75; 10-in., 


8-in., $11.50 

$18.50. 
Barber Shears.—Universal, 

Tie 7%-in., $12 per doz. net; 


nickel 
8-in., 
Scissors.—Universal, pocket, 4-in., 
$8.50 per doz. net; No. 
$9. Embroidery, No. 205, : 
4-in., $8.50 Ladies, No. 2 
$9.75; 


, 4-in., 
$8.50, 4%-in., $9; 5-in., 
$11. 


6-in., 


HOCKEY STICKS.—During the past 
few days there has been a grand rush 
by the retail trade to get supplies. 
Jobbers’ stocks are broken, consequent- 
ly it has not been possible to fill all 
orders. Continued buying of sticks is 
anticipated for a month at least. 

We quote from Boston jobbers’ 
stocks: 

Hockey Sticks.—Scout, Jr., $3.30 per 
doz. net; Boys’ X, $5; Men’s X, $8; 
Men’s XX, $10.40; special, $15; Boys’, 
$3 a doz. net; Boys’ special, $5; 
Amateur, $8; Championshin. $11; spe- 
cial, $11; No. 25, $2 per doz. net; 
No. 50, $3. 50; No. "5, $6; No. 100, $8. 

Pucks. —Standard makes, $2 a doz. 
ne 

Polo we eT H, 95c. a doz. 
net; No , $1.50; No. C, $3.75. 

ICE Ceneeieienbe sthactienss good re- 
ports are had from jobbers regarding 
the sale of ice creepers, owing to much 
ice in many parts of New England. 

We quote from Boston jobbers’ 
stocks: 

ice Creepers.—Featherweight, Nos. 

1, 2, 3 and 4, $4 per pair net; Newark, 

$3.65; Union, $1.60; Eagle, $1.35; 

Neverslips, men’s, $2.44, lady’s, $2.44. 
SKATES.—There has been an excep- 
tionally heavy demand for skates this 
season, especially for those with boots. 
Jobbers’ stocks are badly broken. Fur- 
ther buying is anticipated throughout 
January. 

We quote from Boston jobbers’ 
stocks: 

Ice Skates.—Union line, men’s, No. 
524%, $1.36 per pair net; No. 424%, 
i 74; No. 924, $3.31; No. 1924%, $3.12; 

i6 89c.; No. 1624%, $1.24; No. 
1824, $2. 06. Hockey and figure, No. 
Ox3, $2.69. Canadian hockey, No. 
5%, $1; No. 7, $1.67. Ladies, No. 
52, 97c.; No. 5624, $1.17; No. 5624, 
$1.49; No. 5724%, $1.92; No. 5924%, 
$3.50; No. 52444, $1.62. Children’s bob 
skates, 45c. 

Roller Skates.—Union line, No. ee 
70c. net per pair; No. 3, 75c.; 

10, $1.10; No. 5, $1.45. 


No Changes Reported in Boston 


It was a colorless week in Boston so 
far as important price changes are con- 
cerned. Manufacturers, if they are to 
change prices, evidently felt it has been 
no time to burden the jobber with the 
details. Opinion among jobbers seems 
to be that no important changes in 
values are in the making. They say 
stable prices will do much to maintain 
confidence among retail dealers in the 
business future. 
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Window Display of the Cusack Ye Sled ' . 1004. 4re h a Philade Ll phia, Pa. 


“Get After the Local Contractors” 





The Cusack Hardware Co. operate an “up-to-date” store, as their 
window indicates. Note the Plymouth Rope and the Bulletin Board 
in their window featuring Plymouth. 

They have handled Plymouth Rope for twenty years and carry all 
sizes from 4” to 1%” diam. Mr. Cusack, the President and Genera! 
Manager, finds the best way to sell rope is to: “Get after the local 
contractors.” That is what this store does, and they sell lots of 
Plymouth Rope. 

Mr. Cusack says: “You know contractors must have good rope for 
their business and some of them ask us for Plymouth. Those who 
do not ask for Plymouth ask for the best rope on the market and we 
sell them the best rope in the world—Plymouth Manila. We handle 
no other kind because we find it pays to carry only the best.” 


Write us for name and address of nearest distributor. 


PLYMOUTH CORDAGE COMPANY 


NORTH PLYMOUTH, MASS. 
Welland, Canada 


PLYMOUTH YO BE ot 
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Winter Sport Supplies Selling Well— 
Twin Cities Trade Reported Active 


(Minneapolis office of HARDWARE AGE) 


HE final stretch of the holiday trade has been reached. The 
merchants are prepared for the usual last-minute rush of 
shoppers, and stocks are being kept in good condition for that 


emergency. 


skates with shoes attached more popular than ever. 


Winter sports supplies are selling well, 


with tube 
Snow removing 


tools are also very much in demand. 
While trade in some districts of the Northwest tributary to the 


Twin Cities is perhaps below normal, 


it is felt that the general 


average will show a normal business for the fall season, when the 


final totals are in. 


Stores in the larger cities at the present time 


are enjoying a very good business, while indications from the job- 
bers are that the dealers in the smaller centers of trade are con- 
stantly reordering to keep their stocks well assorted, yet as low as 
possible for the coming inventory time. 


AXES.—Demand is steady and fairly 
good. Stocks are ample for the call, 
with prices holding firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single bit base 
weight axes at $16 per dozen and 


double bit base weight axes at $21.50; 
Plumb’s Dreadnaught unhandled 
single bit, $14.50; double bit, $19.50; 
handled, single bit, $19.25: double bit, 
$24.25 doz. net. 
AUTOMOBILE TIRES.—tThere is a 
fair demand for automobile tires, 
though many owners make it a prac- 
tice to put their cars in storage when 
the colder weather comes. Prices are 
steady. 


We quote from 
f.o.b. Twin Cities: 
x 3% Liberty Cord, 
oversize, $8.75; 32 


jobbers’ stocks, 
Mansfield tires, 30 
$3.60: heavy duty 
x 4 Liberty cord, 


$11.15; he avy duty oversize, $14.50; 
balloon tires, 29 x $9.65; 30 x 
5.25, $15.95; heavy duty, 32 x 6.20 
26.75; tan tubes, 30 x 3%, $1.70; 32 
x 4, $2.60; 34 x 414, $3.25: balloon tire 
tubes, gray, 27 x 40.” $1.90; 29 x 
4.40, $2.95; 30 x 5.25, $2.70; 32 x 6, 
$3.20; 32 x 6.20, $3. 70 each, net. 


BOLTS.—Demand is rather light at 
this time of the year. Dealers are buy- 
ing only what is absolutely necessary 
to fill in their stocks. Prices show no 
changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Carriage bolts at 
45 per cent; machine bolts at 50 
per cent; stove bolts at 75 per cent 
and lag screws at 55 per cent from 
lists. 


BRADS.—There is some call for brads, 
but it is very light. Stocks are at a 
low point. Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wire brads in 25 
Ib. boxes at 75 per cent from list. 

CARPET SWEEPERS.—Dealers are 
finding a fair call for sweepers for the 
holiday trade. Stocks are ample for 
the call, with prices firm. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Carpet sweepers, 
American Queen, $54; Elite, $60; 
Grand Rapids, japanned, $44; Grand 
Rapids, nickled, $48; Grand sweeper, 
17 in., $60; Parlor Queen, $56; Prin- 
cess, $50; Universal, nickeled, $46; 
japanned, $42 per doz. net. 


HAMMERS AND HATCHETS.—Small 
tools are selling well for the holiday 








trade. Stocks have been well assorted 
for this demand. Prices have not 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Maydole, No. 11% 
nail hammers, $12.60; Plumb No. FH- 
81, $12; Riverside, No. 611%, $12; 
Plumb Broad, No. 2 hatchet, $16.40; 


No. 2 shingling, $12.50; No. 2 claw, 
$13.75 per doz. net. 
LAMPS AND LANTERNS.—Demand 


is steady, with stocks ample for the 


eall. Prices remain unaltered. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Long or short 
globe tubular lanterns, No. 2, $13 
doz.: No. L327 Coleman ianterns, 
$5.25; No. L427, $6; No. C329 lamps, 
$6.25; No. C318, $7; No. C317, $7.40 
each, net. 


NAILS.—Sales in this line are at a 
low point. Dealers have reduced their 
stocks as low as possible. Prices have 
not changed. 
We 
f.o.b. 


quote from jobbers’ stocks, 
Twin Cities: Standard wire 
nails, and cement coated wire nails 
in 100-lb. kegs at $3.25 per keg base. 


OIL HEATERS.—Demand is fairly 
good, with stocks ample for present 


call. Dealers are buying very slowly 
for spring delivery so far. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Nesco Perfect 
oil heaters, No. 12, $5.50; No. 15, 
$7.00; No. 016, $8.25; No. 0190, $10. 50: 
No. 151, $7.50; No. 0161, $8.75; No. 
0191, $11.00; No. 505 Giant, $11.25; 


No. 605, $12.75, each, with discount in 
quantities less than ten, 30 per cent; 
ten or more, 30-5 per cent. 


OIL STOVES.—Spring delivery orders 
are coming slowly. 


We quote from jobbers’ stocks, 

f.o.b. Twin Cities: 
NESCO— 

a ee ee eee ere $9.50 
‘SS £2. , eae 17.50 
WG, Bae oS WUUIOTS wi ccccccccctss Bee 
on ee @ BED ces ccseeveses 28.00 
Dee, . eee BEINN. cccccceccesss Be 
No. 1102 high shelf only........ 5.25 
No. 1103 high shelf only........ 6.50 
No. 1104 high shelf only........ 8.00 
No. 1105 high shelf only........ 9.75 


With vitreous enameled stove 
and splash backs: 
“8 6«§¢ fC Rene - = 
 P Be a eer 
Nesco dealers’ discount, 30 oa a 
per cent. 


tops 





Oil Ranges 


Nesco Rolo, 5 burners and oven.$90.00 
Dealers’ discount, 30 and 5 per 


cent. 
Wicks, Ete. 


Rockweave wicks, 25c. each. 
Perfection and Puritan, $4 per doz. 
and $48 per gross. 


Discounts same as on oil cook 
stoves, ovens and heaters. 
500 Ib. lots less 10 per cent; 50 Ib. 


PAINTS AND WHITE LEAD.—Sales 
are at a low point, with the only call 
being for interior decorating materials. 
Prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: First grade house 
paint at $2.80 per gal., in l-gal. cans, 
and white lead in 100-lb. containers 
at $13.84 cwt. net. 


PUMPS.—Call is light, with ample 
stocks on hand. Prices have not 
changed. 

We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Deming, No. 440, 
plain spout windmill force pumps, 
6-in. stroke, $6.85; adjustable stroke, 
$7.50; No. 495, underground discharge 
windmill force, adjustable _ stroke, 
$14.35; No. 415, $14.65; No. 403, hand 
lift, 6-in. stroke, $4.25: No. 182, hand 
lift, 6-in. stroke, 6-ft. set length, $5.25 
each net. 


PYREX OVENWARE.—tTrade has been 
very good in this line, with stocks kept 
well assorted. Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: No. 623 casseroles, 
$1.17; No. 633 casseroles, $1.17: No. 
209 pie plates, 50c.; No. 210 pie plates, 
67c.; No. 212 bread pans, 60c.; No. 
231 utility pans, 67c.; No. 12 tea pots. 
$1.67: No. 24 tea pots, $2, and No. 36 
tea pots, $2.33 each net. 


SK ATES.—Sales have been very good, 
with prospects for good sales for sev- 
eral weeks ahead. There is always a 
good trade in this line the early part 
of January in this section of the coun- 
try. Dealers are beginning to place 
orders for future delivery of roller 
skates. 

We quote from jobbers’ stocks. 
f.o.b. Twin Cities: Nestor Johnson 
North Star aluminum finish skates at 
$7.25; nickel plated at $8.25; Union 
1624, 84c.; 524%, $1.31; No. 5%, 
95; No 7, $1.62; No. 5624, $1.12: 
No. 5624%, $1.44; No. 524%L, $1.57: 
No. 424%L, $2. 00 per pair. 

Roller Skates. — Union Hardware 
Co. line, No. 2, y= per pair; No. 3. 
75c. ; No. 10, $1.05; No. 6, $1.55; 
Winslow line, No. 38%, $1.50; No’ 
38, $1.60. 

SOLDER.—Demand is comparatively 
light, with stocks ample for present 
needs. Prices are slightly lower. than 
last quotation. 

We quote from jobbers’ stocks. 
f.o.b. Twin Cities: Warranted half 


and half solder at 45c. lb., and strictly 
half and half solder, at 44c. per Ib. 


STOVE PIPE AND ELBOWS.—Sales 
are steady, though lighter than early 
fall. Adjustable elbows are slightly 
lower. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Uniform blued 28 
ga. 6-in. stove pipe, knocked down, 
at $13.60 per 100, and common iron 
6-in. corrugated elbows, $1.30; ad- 
justable charcoal iron, 6-in. elbows, 
$1.90 doz, net. 


Reading matter continued on page 56 
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‘The merchant told us one thing... 
his ex-customers said something else 


cc ROWNE tells me Mrs. Prescott and Mrs. Childe 


power and therefore represent your true volume trade. 








and several of your old customers are trading at 
his store now,’’ one of our salesmen remarked to a cer- 
tain merchant. 


“Yes... Browne makes them a better price, I 
guess,’ he said. 

But that wasn’t true. These were Quality customers 
who couldn’t find what they sought at the first mer- 
chant’s store. He talked price... they wanted the 
goods. He was losing his most profitable trade because 
he couldn’t analyze the quality-buying 
mind. 

Substantial, intelligent buyers are never 
led astray by a cut in price. They know 
from long experience only the best pays 

. . and that the best is never cheap. 

On such patronage the solid foundation 
of success 1s laid. For any man can beat 
you in price—a cent or two sways price- 
buyers this way and that. 

But carry merchandise of known qual- 


ity and long service, and you defy all We = 


comers to wean away your Quality cus- 
tomers. . . who have the greatest buying 








For fifty years Vollrath Ware has held its rank as 


first quality in kitchen ware. Women know it by repu- 


tation, the experience of generations of home-makers 

. and their own satisfactory use. 

Maintain well-chosen stocks of Vollrath utensils 
and to your best-paying clientage you will sell and 
re-sell year after year. 

Many dealers are using the Vollrath Selling Plan 
with fine success. Ask the Vollrath Salesman to tell 
you about it... or write us for full in- 
formation. 


Our Stock Sheets chart 
your real needs 


There’s nc guesswork in ordering where 
Vollrath Stock Sheets are used. They keep 
a perpetual inventory of stock, show at a 
glance what items are ‘“‘moving —how 
"soon you need more . . . and how much. 
\ / Protect yourself against incomplete turn- 
7 overs by using these sheets. Vollrath 
Salesmen do the work for you. Ask them 
to explain how. 


VO eaae TH 


THE VOLLRATH COMPANY, 
Established 
See the Vollrath advertisement 
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Coming Hardware Conventions 


AMERICAN HARDWARE MANUFACTUR- 
ERS ASSOCIATION AND SOUTHERN HARD- 
WARE JOBBERS ASSOCIATION, Memphis, 
Tenn., week of May 9, 1927. otel 
headquarters, New Peabody Hotel, 
Memphis. Charles F. Rockwell, secre- 
tary-treasurer, 342 Madison Avenue, 
New York City. 

ARKANSAS RETAIL HARDWARE ASSO- 
CIATION CONVENTION, Little Rock, May, 
1927. L.. P. Biggs, secretary, Little 
Rock. 


CALIFORNIA RETAIL HARDWARE AND 
[IMPLEMENT ASSOCIATION CONVENTION 
AND EXHIBITION, Sacramento Memo- 
rial Auditorium, Feb. 15, 16, 17, 18, 
1927. Hotel headquarters, The Sena- 
tor. Le Roy Smith, secretary, 112 
Market Street, San Francisco. 


HARDWARE ASSOCIATION OF THE CAR- 
OLINAS and VIRGINIA RETAIL HARDWARE 
ASSOCIATION JOINT CONVENTION at Vir- 
ginia Beach, Va., June 7, 8, 9, 1927. 
Headquarters, Hotel Cavalier, Arthur 
R. Craig, secretary-treasurer, 804-806 
Commercial Bank Building, Charlotte, 
N.C 

CONNECTICUT HARDWARE ASSOCIA- 
TION CONVENTION, New Haven, Feb. 2, 
3, 1927. Headquarters, Hotel Taft. 
Henry S. Hitchcock, secretary, Wood- 
bury. Nutmeggers “Night Before,” 
Feb. 1. 

IDAHO RETAIL HARDWARE AND ImM- 
PLEMENT DEALERS’ ASSOCIATION CON- 
VENTION, Boise, Jan. 26, 27, 1927. E. E. 
Lucas, secretary, Hutton Building, 
Spokane, Wash. 


ILLINOIS RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, 
Hotel Sherman, Chicago, Feb. 15, 16, 
17, 1927. Leon D. Nish, secretary- 
treasurer, Elgin, III. 

INDIANA RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Claypool Hotel, In- 
dianapolis. Exhibition at Cadle Taber- 
nacle, Jan. 24, 25, 26, 27, 1927. G. F. 
Sheely, secretary-treasurer, 911-913 
Meyer Kiser Bank Building, Indian- 
apolis, Ind. 

IowA RETAIL HARDWARE ASSOCIATION 
CONVENTION, Hotel Savery, Des Moines. 
Exhibition at Des Moines Coliseum, 
Feb. 8, 9, 10, 11, 1927. A. R. Sale, 
secretary, Mason City. 


KENTUCKY HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION AND 
EXHIBITION, Jefferson County Armory, 
Louisville, Feb. 1, 2, 3, 4, 1927. J. M. 
Stone, secretary-treasurer, 202 Repub- 
lic Building, Louisville. 


LOUISIANA HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION AND 
EXHIBITION, New Iberia, June 6, 7, 8, 
1927. Guy Nason, secretary-treasurer, 
Columbus, Miss. 


MICHIGAN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Grand Rapids, Mich., Feb. 8, 9, 10, 11, 
1927. Arthur J. Scott, secretary, 
Marine City. K. S. Judson, 248 Morris 





Avenue, Grand Rapids, exhibit man- 
ager. 

MINNESOTA RETAIL HARDWARE ASSO- 
CIATION CONVENTION, Auditorium, St. 
Paul, Feb. 15, 16, 17, 18, 1927. Charles 
H. Casey, manager-treasurer, Nicollet 
Avenue and 24th Street, Minneapolis. 


MISSISSIPPI RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION 
AND EXHIBITION, White House, Biloxi, 
June 13, 14, 15, 1927. Guy Nason, sec- 
retary, Columbus. 


MISSOURI RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Hotel Statler, St. Louis, Mo., Jan. 24, 
25, 26, 1927. F. X. Becherer, secre- 
tary, 5106 North Broadway, St. Louis. 

MONTANA IMPLEMENT AND HARD- 
WARE ASSOCIATION CONVENTION, North- 
ern Hotel, Billings, Feb. 24, 25, 26, 
1927. A. C. Talmage, secretary-treas- 
urer, Bozeman. 

MOUNTAIN STATES HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
Denver, Colo., Jan. 18, 19, 20, 1927. 
W. W. McAllister, secretary, P. O. Box 
513, Boulder, Colo. 

NATIONAL RETAIL HARDWARE ASSO- 
CIATION CONGRESS, Mackinac Island, 
Mich., June, 1927. H. P. Sheets, sec- 
retary-treasurer, 130 E. Washington 
St., Indianapolis, Ind. 

NEBRASKA RETAIL HARDWARE CON- 
VENTION AND EXPOSITION, University 
Coliseum, Lincoln, Feb. 1, 2, 3, 4, 
1927. Headquarters, Cornhusker Hotel. 
George H. Dietz, secretary-treasurer, 
414-419 Little Building, Lincoln. 

NEW ENGLAND HARDWARE DEALERS 
ASSOCIATION CONVENTION AND EXHIBI- 
TION, Mechanics Building, Boston, Feb. 
22, 23, 24, 1927. George A. Fiel, secre- 
tary, 80 Federal St., Boston 9, Mass. 

NEW YORK STATE RETAIL HARDWARE 
ASSOCIATION, INC., CONVENTION, Ten 
Eyck Hotel, Albany. Exhibition at 
State Armory, Feb. 8, 9, 10, 11, 1927. 
John B. Foley, secretary, City Bank 
Building, Syracuse. 

NORTH DAKOTA RETAIL HARDWARE 
ASSOCIATION CONVENTION AND EXHIBI- 
TION, Grand Forks, Feb. 8, 9, 10, 1927. 
C. N. Barnes, secretary, Grand Forks. 

OHIO HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Columbus, 
Feb. 15, 16, 17, 18, 1927. James B. 
Carson, secretary, 411 Mutual Home 
Building, Dayton. . 

OKLAHOMA HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION, Ma- 
sonic Temple, Oklahoma City, Jan. 25, 
26, 27, 1927. Charles L. Unger, secre- 
tary-treasurer, 207-208 Bloomfield 
Building, Oklahoma City. 

OREGON RETAIL HARDWARE AND IM- 
PLEMENT DEALERS’ ASSOCIATION CON- 
VENTION, Portland, Feb. 8, 9, 10, 1927. 
E. E. Lucas, secretary, Hutton Build- 
ing, Spokane, Wash. 

PACIFIC NORTHWEST HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
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Spokane, Wash., Feb. 2, 3, 4, 1927. 
E. E. Lucas, secretary, Hutton Build- 
ing, Spokane, Wash. 

PANHANDLE HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION, Ama- 
rillo, Tex., some time in May, 1927, 
exact dates to be announced later. 
C. L. Thompson, secretary-treasurer, 
Canyon, Tex. 

PENNSYLVANIA AND ATLANTIC SEA- 
BOARD HARDWARE ASSOCIATION, ING., 
CONVENTION AND EXHIBITION, Commer- 
cial Museum, Philadelphia, Feb. 14, 15, 
16, 17, 18, 1927. Sharon E. Jones, sec- 
retary, 604 Wesley Building, Philadel- 
phia. 

SOUTHERN CALIFORNIA RETAIL HARD- 
WARE ASSOCIATION CONVENTION, Am- 
bassador Hotel, Los Angeles, Cal., Feb. 
22, 23, 24, 1927. H. L. Boyd, secretary- 
treasurer, 618 Hellman Bank Building, 
Los Angeles, Cal. 

SOUTHERN HARDWARE JOBBERS ASSO- 
CIATION AND AMERICAN HARDWARE 
MANUFACTURERS ASSOCIATION, Mem- 
phis, Tenn., week of May 9, 1927. Ho- 
tel headquarters, New Peabody Hotel, 
Memphis. John Donnan, secretary- 
treasurer, Richmond, Va. 

SOUTH DAKOTA RETAIL HARDWARE 
ASSOCIATION CONVENTION, Coliseum, 
Sioux Falls, Feb. 22, 23, 24, 1927. 
Chas. H. Casey, manager-treasurer, 
Nicollet Avenue and 24th Street, Min- 
neapolis. 

SOUTHEASTERN RETAIL HARDWARE 
AND IMPLEMENT ASSOCIATION, COM- 
POSED OF ALABAMA, FLORIDA, GEORGIA 
AND TENNESSEE CONVENTION AND EXx- 
HIBITION, Jacksonville, Fla., April 19, 
20, 21, 1927. Walter Harlan, secre- 
tary, 701 Grand Theater Building, At- 
lanta, Ga. 

TEXAS HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Dallas, Jan. 
18, 19, 20, 1927. Dan Scoates, secre- 
tary-treasurer, College Station. 

VIRGINIA RETAIL HARDWARE ASSOCIA- 
TION will hold a joint convention with 
the Carolinas Association at Virginia 
Beach, Va., June 7, 8, 9, 1927. Head- 
quarters, Hotel Cavalier. Thomas B. 
Howell, secretary, 301 E. Grace St., 
Richmond. 

WESTERN RETAIL IMPLEMENT AND 
HARDWARE ASSOCIATION CONVENTION, 
Missouri Theater, Kansas City, Mo., 
Jan. 18, 19, 20, 1927. Headquarters, 
Coates House. H. J. Hodge, secretary, 
Abilene, Kan. 

WEST VIRGINIA HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, 
Parkersburg, Jan. 18, 19, 20, 21, 1927. 
James B. Carson, secretary, 411 Mu- 
tual Home Building, Dayton, Ohio. 

WISCONSIN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Auditorium, Milwaukee, Feb. 1, 2, 3, 4, 
1927. George W. Kornely, 1476 Green 
Bay Avenue, Milwaukee, is exhibit 
manager. P. J. Jacobs, secretary- 
treasurer, Stevens Point. 
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A successful shave is 
made up of three things — 


a good brush, 
a good lather, 
and a good razor. 








We will supply the first 
requirement with a 


y \ WHITING- 
i. ADAMS 


Vulcan 
Rubber-Cemented 
Shaving Brush 








The other two are up to you. 
This famous name on a shav- 
ing brush is a guarantee that 
you are getting a good brush. 
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Staples Quiet in Pittsburgh 


(Pittsburgh office of HARDWARE AGE) 


ware items are moving rather slowly. Consumption is low 


( Twa business continues in holiday goods, but regular hard- 


in most staples at this time of year and inventory considera- 
tions tend to intensify this dullness, while advance business in spring 
lines suffers from the fact that retailers generally want to see how 


they have made out in one year before starting on another. 


In a 


business way the market is regarded as a normal one for the time 


of year. 
of what the new year will be. 


There seems to be some hesitancy about expressing ideas 
This possibly may be due to the fact 


that few predictions made a year ago were fulfilled. The optimistic 
forecasts for 1926 generally were a little too cheerful to be realized 
even if the spring and summer had been on time and those who 
made conservative observations were disappointed because the late 
seasons threw a considerable burden upon the remainder of the year 


to make good the loss of business they entailed. 


It will probably 


be found on the check-up that 1926 and 1925 did not vary much in 
point of total sales, but that the financial record was somewhat less 


than for the previous year. 


Betterment in the soft coal industry 


helped business in the last three or four months of the year and a 
good healthy business has been helpful to the year’s general show- 
ing. No important price changes came to light in the past week. 
Collections are reported to be fairly good. 


BATTERIES. — Very steady demand 
still is reported for dry cell batteries 
for radios, and holiday sales of flash- 
lights are large and bringing on a large 
call for the batteries. 


Jobbers’ quotations to _ retailers 
f.o.b. Pittsburgh: 
Broken Unit 
Packages Packages 
kt  E ecosesndsene $1.05 $0.97 
nk “Se . «esse egenn’ 1.22 1.14 
2. He” «dns cnedctgac’ 1.32 1.22 
i ae 1.40 1.30 
it, i ccesteunmade 2.62 2.44 
$e 2.62 2.44 
a Lt wt¢eene sues 3.33 3.00 
CUE” ot iwyeehaeee .42 .89 
G9 yyy .4 .35 


0 
No.-6 dry a ignition type unit 
packages, 32c. each. 

Flashlight on 935, 914c. each; No. 
950, 10%4¢c.; No. —? Rad * as — 
21%c.; No. 750, 
mA Shot.—No. ae, 31 70. ~~ i662, 

35 


BICYCLES.—This line is a beneficiary 
of the holiday, with boys’ and girls’ 


sizes particularly popular. Jobbers 
— 
en’s, $28 to $32 each: boys’ and 
girls $26: ladies’, $30. 


BIRD CAGES AND STANDS.—Birds 
as pets are in strong vogue in this part 
of the country and there is a strong call 
for cages and stands. Jobbers quote: 


Cages.—Round brass, 11 in., $3.25 
each; 12 in., .50. 

Stands. —Solid brass, %-circle hold- 
<?. $3.25 each; full circle holders, 
4.25. 


CARVING SETS.—Holiday buying is 
reported to be up to the average of 
other years. Prices range anywhere 
from $1.50 to $9 per set from jobbers’ 
stocks. 

COASTER WAGONS.—This toy still is 
popular as a Christmas gift, and job- 
bers are moving a good many of them. 
They quote: 








Coaster Wagons.—Sherwood spring 
coasters, A model, $4.50 to $6.75 each; 
C model, $5.20 to $7.75; Chummy 
Roadster, $3.75; Auto-Wheel, $5 to 
$6.70; American Red 


Teddy Bikes.—No. 4, $2.25 each; 

No. 5, $1.90; No. 3, $2.60. 
ELECTRICAL GOODS.—Smaller items 
of this class, such as toasters, table 
stoves, percolators and waffle irons, are 
all moving well for Christmas this year. 
Jobbers quote: 


Percolators, $5 to $15 each; table 
stoves, $6 to $10; toasters, $3.35 to 
$6; waffle irons, $5 to $7. 


GAME TRAPS.—Trapping has been 
successful this winter and there is still 
a good call for traps. Jobbers quote: 


Coil spring No. 1, $1.28 per dozen; 
Victor, No. 1, ag ti 


$1.38: jump, No ibbs, 2- 
trigger, $5 per doz.; i grip, No. 
1, $1.88; No. 2, $3.35; No. 3, $5.50; No. 


4, $6.70. 
ICE CREEPERS.—Jobbers still report 
good sales of creepers, although lately 
the need of them has been absent in this 
part of the country. Jobbers quote: 


Security, nA per doz.; Instep, $3.25; 
Newark, $3.60; Blue ‘Ribbon, $3.75; 
Fit all, $4.50 


PYREX WARE.—Demand for this line, 
which rarely is entirely absent, is feel- 
ing the stimulus of the holiday buying. 
Jobbers quote: 
Casseroles, round, 8 oz., 70c. each; 
yaers. $1.50; 1%4-qt., $1. 75; 2-at., $2; 
2%%-qt., $2.50; pie plates, Tbe. to $1.10 
each; tea pots, $1.50 to $3.50; cas- 
serole holders round, $2.10 to $4.50; 
pie plate holders, $2.40 to $4.20; ail 
list, subject to dealers’ discount of 


33% per cent. 
SKATES.—Temperatures have been 
low enough to provide some natural 


ice and to create a demand for ice 





skates, while there is the usual holiday 
demand for both ice and roller skates. 
The movement from jobbers’ stocks is 
good. They quote: 


ice Skates. ner line, ‘r he 
65c. per pair, same, S. ‘$1. 

2120, $1.20, same L. Yr 1 50; No. ‘9140, 
$2. 20, same L. S. $2. 

Roller Skates. — iin Hardware 
Co. line, No. 2, 70c. per oo No. 3, 
7ic.; No. 10, $1.05; $1.55; 
big yg line, No. 3814, $1. 50; No. 


SNOW SHOVELS AND CLEANERS. 
—Sales of these lines are steady and in 
fairly good a Jobbers quote: 


Cleaners, No. $4.20 per doz.; No. 
, wos 7, 7 30. No. 8, $8.40: 
shovels, wood, D handle, $6 per doz.; 
long handle, $5.50; galvanized steel, 
$11; black spring steel, $10. 


SLEDS.—Retailers did not make as 
full preparation for the holiday demand 
as it turns out they should have, and 
the result is a number of rush shipment 
orders to jobbers and express instead of 
freight shipments from the factories. 
Jobbers quote: 


Flexible Flyer, No. 1, ee each; 
No. 2, $4.75; No. 3, $6; No. $6.50, 
subject to dealers’ discount Xs 33% 
per cent; Lightning Guider, No. 19, 
$1 each; "No. 20, $1.20; No. 21, $1.4 0: 
No. 22, $1. 60 net. 

SILVER PLATED .WARE.—tThis line 
is proving popular for Christmas gifts 
this year and jobbers’ sales are large. 
They quote: 

Spoons, $4.68 per doz.; tablespoons, 
$9.36 per doz.; knives and forks, the 
knives with ‘stainless steel blades, 
at $13.50 per set of six knives and 
six forks. 


TOY AUTOMOBILES.—Holiday sales 
are as large, if not larger, than they 
were a year ago. Those grades usually 
handled by retail hardware stores sell 
from jobbers’ stocks at $5.20 to $12 
each. 


TREE HOLDERS AND LIGHTING 
SETS.—The usual good demand com- 
mon to this time of year is reported. 
Jobbers quote: 
Holders.—Nesco, toa 
doz.; No. 14, “ 50; 
No. 2, $8; No. $13. 
Lightning #4 sNo, Os, $1.20 each; 
No. 4, $1.50; No. 2, $1.80; No. 2X, $2. 
VACUUM BOTTLES.—tThe holiday de- 
mand extends to vacuum bottles, which 
are moving with the usual freedom 
common to this season. Jobbers quote 
pints from 90c. to $4.75 each and quarts 
from $1.75 to $5.40. 


VELOCIPEDES.—Brick call is noted 
for velocipedes as usual around Christ- 


mas time. Jobbers quote: 

Common types, steel tire, $2 to 
$3 each; rubber tire, $2.75 to $3.90; 
extra heavy rubber tire, $5 to $6; 
Columbia No. 41, $9; No. 42, $11. 25: 
No. 43, $13.50. 


WEATHER STRIP.—The demand does 
not yet appear to be entirely satisfied 


and sales still are good. Jobbers quote: 
Wood and felt, % in., $1.80 per 100 
ft.; % in., $3; cushion, all felt, % in., 
$2 40: & ‘in. $2. in., $3.25: all 
rubber, % in., $2. 40; % in., $3.25; 1 
n., 


. $6.50 per 
, $9; Crown, 
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CAre YOU tired of 





cut-price, no-profit 





FURNACE JOBS ? 





O matter where you go, you hear furnace 
men talking about the new day that has 
come in the furnace business. 


You used to hear nothing but kicks on the 
other fellow’s prices, or his work. No profits 
used to be the talk. Men were weary, dis- 
couraged, blue. Now it’s a different story. 


Everywhere Furnace dealers are working 
with new courage, new heart, new enthusiasm, 
a new go-get-em spirit and with a 
new sense of co-operation. They’re 
finding out that there is plenty of 
profit in the furnace business when 








cA new day has arrived !! 


you sell service based on b.t.u’s instead of 
castings by the pound. 


And the key to the new door of new and 
more profitable sales is “Forced Air” through 
the Miles Automatic Furnace Fan. Forced Air 
means the ability to heat any home adequately. 


Instead of looking for business only among 
the highly competitive moderate homes, now 
the wide awake furnace men are also selling 
guaranteed heating performance to 
the fine new big residences and 
churches, getting jobs that run up to 
$4000.00 and more. 


a ete Sh ae ae 33 et 








Miles Automatic 
Furnace Fan 
with Fan idle— 
louvers open 










tracts for heating stores, foundries, mills and 
garages, because “Forced Air” removes nearly 
all limitations from furnace service. Length of 

pipe run is no longer a barrier to satisfactory 
service. Successful Forced Air heating is made 
possible by means of the Miles Automatic Fur- 
nace Fan with its automatic by-pass louvers. 
Have you got one working for you? I 











Showing general 
idea of installation 
permitting alter- 
nating gravity and 
Forced Air System 


mw” Cure Sick Furnaces with the T 
And these same furnace men are getting con- i Miles AutomaticFarnaceFan 


You’li be hearing of cold 
rooms, hot cellars, sluggish 
air circulation, big fuel bills |? 
Do you know 
that you canCURE THESE jobs 
and make good money by in- 
stalling a Miles Automatic business. 
‘ Furnace Fan? a 


this winter. 


Miles Automatic 
Furnace Fan 
with louvers 
closed—fan in 

operation 










If you are tired of cut-price, no-profit jobs, 
start selling “Forced Air”. 


Get a demonstrator. If you have a demon- 
strator you can show and convince your 
prospects. That means sales. We suggest 
you order a No. 800 fan for demonstrating 
equipment. Write us if you want more 








. 


THE WARM AIR FURNACE FAN COMPANY, 6517 Cedar Avenue, Cleveland, Ohio 








FURNACE FAN 








Se Oe TE GP GD AE GON GP GR RG ER GREED ome Sime me eR an apam anes 4 
THE WARM AIR FURNACE FAN COMPANY ‘ 

6517 Cedar Avenue, Cleveland, Ohio : 

Kindly send me complete information about the Miles a 
Automatic Furnace Fan. } 

i 

Name ' 

i 

Address 3 

o 2 
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From the Trade on “Hand-to-Mouth Buying” 


Start Readjustment Machinery 


OUR editorial on Hand-to-Mouth 

Buying is very timely. One 
thing in particular should be em- 
phasized, I believe, and that is where 
you speak of hand-to-mouth buying 
as practiced by many merchants to- 
day will eventually boost prices. 

When the manufacturer awakens 
to the fact that he must not only 
manufacture and warehouse his 
goods, but must perform the func- 
tion of a jobber in addition, this ad- 
ditional expense is going to be 
reflected in his cost. 

At the same time, hand-to-mouth buying, or require- 
ment buying, is here to stay, and all the resolutions 
that are passed in conventions or anything that you or 
I might say will not change this condition. What 
1 think we had all better do is to start machinery to 
readjust ourselves to this kind of a basis. 

(Signed) J. E. STONE, 
The Stanley Works, 
New Britain, Conn. 





J. E. Stone 





Contains Much Food for Thought 


pres editorial on hand-to-mouth buying has in it 
much food for thought. Apparently you are right 
in your statement that small-order buying is here to 
stay. At least it will stay so long as prices remain at 
or near their present level, and there is no indication 
now of any recession in .prices. It is a simple matter 
of mathematics to determine that, on the basis of the 
present value of commodities generally, either the retailer 
or the wholesaler with a stated amount of capital cannot 
have in stock today very much more than one-half the 
volume of goods that he could have had in 1913 or 1914 
at the same inventory in dollars. Now it is clear that 
neither retailers nor jobbers can generally double their 
capital to enable them to double the net of their inven- 
tory. That being the case, both retailers and jobbers 
have in the last few years been under the absolute neces- 
sity of reducing the total volume of their inventory to 
bring it within the limit of their finances. This is one 
of the causes back of the “yreater turnover” talk. 

Trouble comes, however, all along the line unless this 
whole proposition is watched with the utmost care. All 
too frequently jobbers and retailers allow stocks of lead- 
ing items to become so low that retailers send hurry 
orders to the jobbers and jobbers send telegraph orders 
to the manufacturers to rush forward small quantities 
of these leading items to fill urgent needs. Telegraph, 
parcel post and express charges result. All of these add 
to the general cost of doing business and cannot be passed 
along in toto to the ultimate consumer. A shortage of 
goods of any leading item on the part of the retailer or 
the jobber tends to send the consumer to another retailer 
or the retailer to another jobber who may have adequate 
stock for immediate delivery. 

In our judgment, the time is ripe for both the retailer 
and the jobber to very carefully watch this question of 
turnover and to make sure that they do not allow the 
thought of turnover to carry them too far in limiting 


the volume of their inventory, especially of leading items 
that are always in demand for immediate delivery. 
(Signed) Wattace L. Ponp, Sales Manager, 
Nicholson File Company, 
Providence, Rhode Island 





Anticipate Future Wants 


HAVE noted the articles appearing in HARDWARE 

AGE styled ““Hand-to-Mouth Buying.” I always read 
these articles with a great deal of interest and as I inter- 
pret, the articles in a big part apply to the trade in 
general as regards the finished article. If the manu- 
facturer was to practice “Hand-to-Mouth Buying,” with 
his source of supply as to raw material, I am afraid he 
would never have any finished goods to sell; for example, 
steel cannot be purchased on the “Hand-to-Mouth”’ basis. 
Gray and malleable castings, particularly malleable, 
owing to the process of casting, necessitate one antici- 
pating their wants quite far in advance and I only wish 
there was some way that could be put into effect where 
the ‘Hand-to-Mouth” method of buying could be 
eliminated. 

We, of course, are all interested in the element of 
stock turnover as well as labor turnover, and I believe 
that many are following the practice of purchasing more 
frequently and in lesser quantities, believing it reduces 
stock turnover and ignoring entirely the additional cost 
of doing business as well as the special charges neces- 
sary to have shipments to come by express, etc. I per- 
sonally feel a good plan is to anticipate future wants 
by monthly or quarterly periods, depending upon the 
line of merchandise. ; 

(Signed) A. H. SCHLEICHER, Secretary- Manager, 

The Oscar C. Rixon Company, 
Chicago, IIl. 





The Core of the Apple 


ONCERNING Llew Soule’s editorial relative to 

‘“Hand-to-Mouth Buying,” am pleased to render 
my humble opinion. The problem you write of is in a 
sense the core of the apple. Situated as we are in the 
extreme West, this problem receives its crucial test and 
is frequently discussed at our association. 

Our buying depends upon two channels, one our local 
jobber, the other the eastern market. From my personal 
experience I have found merchandise purchased in small 
quantities affords the quick turnover, which in a sense 
is the most important from a profit standpoint. 

The buying of merchandise in larger quantities from 
the eastern market, more than what is ordinarily required, 
tends to bring forth the over-stocked problem. This 
would, to my way of thinking, bring us to the old system 
of too much stock on hand, which immediately curtails 
turnover. 

I consider it would be better at times to jeopardize 
the occasional cash sale, caused by the lack of sufficient 
merchandise, than it would be to overstock in a general 
way. However, this is only my individual contention. 

Last evening our association enjoyed a real family 
reunion at a dinner meeting. We had with us Mr. 

(Continued on page 66) 
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| A Point 


Remember 


LL wire nails look somewhat alike. 

Points may be just as sharp; shanks 

just as straight; heads just as accurately 

centered. But the important point to 

keep in mind about Wheeling nails is 

that their strength, bend-resistance and 

long life is provided for from the time 

the crude iron ore is taken from 

Wheeling-owned mines. Every opera- 

tion in producing the Open Hearth 

oi : Steel, drawing the wire and forming the 
From Mine |} nails is carried out under one control 


: 


to Market” that insures a single high standard 
of quality. It is good business to specify 
Wheeling nails when ordering from 
your jobber. 


WHEELING STEEL CORPORATION 
WHEELING, W. VA. 
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PEERLESS 


No. lI4A 





The Better 
Gasoline 
Torch 


Distinctive Appearance. 
Sound Construction. 
Proven Merits. 


Sells on Sight. 


Guaranteed to Please 


The Peerless No. 14a satisfies and pleases ex- 
perienced torch users. 


Powerful steady blast. 

Strong sturdy pump. 

Heavy gauge brass tank. 

Quick starting in coldest weather. 


Gas orifice cannot be damaged by turning the 
needle valve too tight. 


Priming is simple, safe and convenient, the fuel 
being placed directly in priming cup by special 
valve. No spilling. An exclusive feature with 


Peerless torches. 
High price torch performance. 


Surprisingly low cost. 











DEALERS— 

The Peerless will afford you a turn- Makers of 

over and profit such as you will 

approve. Place your order with your the most 

jobber now. ed 

Prices and detail information gladly eae 

supplied by us. line of 

Manufactured and guaranteed by Autom atic 
LASHER-PEERBLOW Alcohol 

COMPANY Torches 
237 Harrison Ave., Beston, Mass. 
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On Red Ink or Black 





Calls for Education, Cooperation 
and Courage 


S I understand it, Llew Soule’s recent editorial on 
“Red Ink or Black” calls for the application of three 
specific things to the hardware business for the better- 
ment of business conditions. These three things are: 
Education, cooperation and courage. These are vital 
One of the great troubles today is 


| that many hardware retailers do not know how to price 


their merchandise so as to obtain the profit they are 
entitled to. A great deal of fundamental education will 
have to be done before the majority of merchants will 
learn how essential this part of business is. 

With respect to the need of cooperation, there isn’t 


_ much to be said that has not already been talked about 





many times at conventions. Everybody knows that more 
cooperation between all branches of the hardware indus- 
try is essential. Necessity will eventually force more of 
it upon us all, but it is doubtful if it will come in any 
other way. But until it does come about we all need 
courage to keep going, and what is more, the individual 
retailer needs more courage than he has shown in the 
past in order to demand the full prices for his goods, so 
that he can make the percentage of profit he is entitled 
to receive, and which he must receive if he is to be 
successful. 
(Signed) LERoy Situ, Secretary, 
California Retail Hardware and Implement 
Assn., San Francisco, Cal. 





A Good Thing to Practice 


everybody in the hardware business would practise 

the things advocated by Llew Soule in his editorial, 
“Red Ink or Black,” there would be more money in the 
hardware business. 

But the trouble does not lie with the retailer alone. 
More cooperation between all three branches of the in- 
dustry is needed. 

(Signed) BERKELEY HARDWARE Co., 
Berkeley, Cal. 





Hamp Williams Has Had a Birthday 
The Editor received the following telegram from 
Hamp Williams in which he announces, in his own jovial 

way, the fact that he has passed another milestone. 
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TEL AM 


NEWCOMB CARLTON, praesioent GEORGE W E ATKINS. mes’ Weeeree@meny 











RECEIVED AT 





The Ging time an chews in the date fine on full rate telagvams and day letters, and the time of recnipt ot destination as shown on afl messages, le STANDARD TIME, 


LRA1O5 50 NL 
HOTSPRINGS ARK 11 
LLEW SOULE 
EDITOR HARDWARE AGE NEWYORK NY 
SIXTY SIX YEARS AGO THE CIVIL WAR BROKE OUT AND SIXTY SIX 
YEARS AGO TODAY I BROKE OUT THE WAR ENDED BUT I KEPT GOING AND AM 
THANKFUL FOR GOOD HEALTH AND ALL MY DEAR FRIENDS I WISH FOR YOU AND 
YOURS A MERRY CHRISTMAS AND VERY HAPPY NEW YEAR 
HAMP WILLIAMS 





aS 
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History of the Whaler “Charles 
W. Morgan” 


(Continued on page 36) 


her, but refused to take it, and made the voyage to 
Desolation in search of elephant oil. After his return 
Captain John A. Cook purchased the whaler and made 
several voyages into the western grounds in the Atlantic 
ocean. 

after the first two voyages for her original owner, 
the “Morgan” was sold to Edward Mott Robinson, pa- 
ternal grandfather of Colonel Green. Then she went 
into the hands of I. Howland, Jr., and Company (also 
members of Col. Green’s family), making three voyages 
under this firm. J. & W. R. Wing purchased the old 
whaler in 1863, and between that time and 1916, she 
made twenty-seven profitable voyages. 

Benjamin D. Cleveland and John A. Cook Whaling 
Company were subsequent owners. The “Morgan”’ al- 
ways took a crew of 35 to 38 men, and in the 37 voyages 
she made, she started out of port with a full complement 
of men, and quite often returned with an entirely new 
crew. In the 37 voyages, she took out 1301 different 
men in her crew, and with changes, something like 2000 
different sailors have made a home on the old craft for 
more or less time. 

Thousands of barrels of oil, and hundreds of pounds 
of whalebone have been landed by the “Morgan.” A 
conservative estimate of her gross earnings would place 
the amount at not far from $2,000,000. 

The old vessel has made many successful voyages 
after sperm, right, humpback and bowhead whales. She 
has chased whales under the line where the rays of the 
sun started the pitch in her seams, and wintered in the 
frozen waters of the far Arctic, buried beneath tons of 
snow and ice. The old whaler has sailed more miles 
and captured more whales than any other whaling vessel. 

The “Morgan” has been a lucky craft for, in her 84 
years of perilous voyaging she has never been ashore 
and has escaped the innumerable mishaps and disasters 
which befell so many whaling vessels in the early days 
when the dangers of navigation in all oceans were much 
greater than they are today. 

The “Morgan” was towed from New Bedford to 
Round Hills in the early morning of Friday, May 7, 1925 
—her last voyage. Captain George F. Tilton and Mr. 
Harry Neyland were the only passengers on this, the last 
voyage of a whaling ship out of the port of New Bed- 
ford. 





How’s This for an Idea? 


T might be a very good idea for retail hardware deal- 

ers to get their clerks together some day after the 
close of business and explain to them the necessity of 
care in keeping turpentine and other paint supplies in neat 
order, and instruct them on the dangers of turpentine, 
gasoline and other items. A clerk of the Sayward Hard- 
ware Co., Haverhill, Mass. one day last week discovered 
turpentine leaking from a barrel in the basement. After 
soaking up the turpentine in sawdust, he shoveled the 
sawdust into a furnace. An explosion followed. The 
clerk was badly burned about the face, the fire spread 
rapidly to the paints and oils in the basement and his 
boss suffered a loss of $50,000. 
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A Whitco Equipped Sash 
Cannot Sag 






Not only does this self-ad- 
justing hardware provide a 
cradle-like support for the 
sash as a whole, but the plate 
which attaches to it provides 
the strongest kind of a rein- 
forcement for the joint be- 


tween the stile and the rails. 


Ask your jobber, or write 
‘us for particulars 


INEY( OMPRNY 
DWARE W SPECIALTIES 


” Western Offices: 
365 Market Street 
San Francisco 















V MANUFACTURERS VV H 
Eastern Offices: 


636-645 Mass. Trust 
Bidg., Boston 











“Whitco makes it easy and safe to clean both sides 
of the casement from within the room” 
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steel. Write for furt 





Don't tell me the Indiana you bought 
ten years "$° (CO 
has wore 









high 


‘ontent of Ind 
Shovels is assured by 


fact that we 


wn steel’ and know 
what’s in Indiana Shovels. 
There c 


ertainly are 


farm implement 


in the world 


Indiana Rolling Mill Steel to make { 
etc. 90% of the life 
of a long-wearing shovel lies in the 


her information. 


carbon 





at _ Course not. 






iana 


‘roll 


none 


buy 


THE INDIANA ROLLING MILL CO. 


























(Sweden) 


New Castle Indiana 
Affiliated with 
GALESBURG COULTER-DISC. CO. 
Galesburg Illinois 
The 
Original 


and Genuine 





Safety 


Attachment 


MAX SIEVERT 


BLOW TORCHES 
and STOVES 


Over 400 Types—The Best by Far 


We also carry a full line of Swedish Quality Hardware 


Order from your jobber to-day, or write. 


SCANDINAVIAN 
WESTERN IMPORTING COMPANY 
"Minneapolis, Minn. 116 Broad St., N.Y. ‘fontreal, Car: 
304 Railway Exchange Bldg., Seattle, Wash. 
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The Disston Twenty-Five Year Club 


(Continued from page 37) 


The firm’s method of distribution through the jobber, 
makes rather difficult any personal contact with its many 
friends in the retail trade. The Twenty-Five Year Club 
is therefore the beginning of an effort on the part of 
the company to bridge the gap; to make those who have 
sold the firm’s products for many years consider them- 
selves as a part of the Disston organization; to profit 
by their practical knowledge of hardware distribution, 
and in return give them all the cooperation possible. 

Among the charter members of the club are many 
well known retail hardware merchants, pictures of whom 
are shown above. ‘They include such men as Henry L. 
Russell, president of J. Russell & Co., Inc., Holyoke, 
Mass. ; J. R. Pender, the Pender Hardware Co., Tarboro, 
N. C.; John F. Baker, Dayton, Ohio; Howard Bennett, 
Easton, Pa., R. P. Dickson, general manager, the Sum- 
ner Co., Ltd., Moncton, N. B.; Aaron B. Stein, Stichter 
Hardware Co., Reading, Pa.; Horace Farquhar, 
Farquhar Hardware Co., Leon, Iowa, and J. C. Mc- 
Creary, Jamestown, Pa. 





The New Stenographer 
W.F. Kirk in Milwaukee Sentinel 


1 have a new stenographer—she came to work today, 
She told me that she wrote the Graham system, 
Two hundred words a minute seemed to her, she said, 
like play, 
And word for word at that—she never missed ’em! 
I gave her some dictation—a letter to a man 
And this, as I remember it, was how the letter ran: 


“Dear Sir: I have your favor, and in reply would state 
That I accept the offer in yours of recent date. 

I wish to say, however, that under no condition 

Can I afford to think of your free lance proposition. 

I shall begin tomorrow to turn the matter out; 

The copy will be ready by Aug. 10, about. 

Material of this nature should not be rushed unduly, 
Thanking you for your favor, I am yours very truly.” 


She took it down in shorthand with apparent ease and 
grace. 
She didn’t call me back, all in a flurry, 
Thought I, “At last I have a girl worth keeping ’round 
the place ;” 
Then said, ‘““Now write it out—you needn’t hurry.” 
The Remington she tackled—now and then she struck 
a key, 
And after thirty minutes_this is what she handed me: 


“Dear Sir, I have the Feever, and in a Pile i Sit 

And I except the Offer as you Have reasoned it. 

I wish to see however That under any condition 

can [ for to Think of a free lunch preposishun? 

I Shal be in tomorrow To, turn the mother out, 

The cap will be red and Will costt, $10, about, 
Mateerful of this nation should not rust N. Dooley 
Thinking you have the Feever I am Yours very Truely.” 





A radio broadcasting company in England, consider- 
ing the establishment of commercial radio telephone 
connection with New York, is undecided upon the matter 
of using men or women as operators. It doubts the 
ability of a woman’s voice to carry over long distances. 
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More on “The Vanishing Point 
of Profit” 


(Continued from page 41) 


the profit vanishing point as regards the size of an order. 

We use a system which puts on every order the actual 
cost of the merchandise and pay salesmen on a percent- 
age of profit basis so we know exactly what that costs us 
on every order, but just how to prorate the hundreds of 
other expenses that go to makeup the cost of doing busi- 
ness, the writer can not figure out. 

(Signed) W. D. Luun, Vice-President, 
Thompson-Miler Hardware Corp, Charleston, N. C. 





Aims to Purchase in Suitable Quantities 


ROM our standpoint as a jobber and retailer com- 

bined, we have always aimed to purchase goods in 
quantities to always have what the customer wants when 
he wants it. This is the only way from our viewpoint 
to conduct a business. We are here to serve the public 
in large and small sales alike, encourage them to buy 
what they need from us and give them good service and 
good value for the money they leave with us. A business 
built on this idea, we believe, will not see the vanishing 
point of profit. } 

(Signed) W. E. Orton, 
Burlingame & Derbys Co., 
North Adams, Mass. 


United Effort Will Solve Problem 


LEW SOULE’S editorial is right and most dealers 
who have and maintain a record of their sales cost 
are aware of this condition. 

Small sales are a service to the customer and if prop- 
erly handled mean larger sales tomorrow. The power 
of suggestion is great and is not overworked in retail 
hardware stores. Very few salesmen and very, very 
few proprietors think “beyond” the item called for by a 
customer. 

The smaller order evil can be largely eliminated by 
the united effort and cooperation of the manufacturer, 
jobber and retailer. ; 

The retailer is not the greatest sinner—he has been 
educated to it. We, too often, have jobbers and manu- 
facturers salesmen offer to take “pocket size” orders 
and to do certain things that we believe cannot be done 
profitably. 





(Signed) S. G. BarTEL, 
The E. M. Bush Hardware Co., Evansville, Ind. 
N. R. H. A. Director. 





Touches a Most Vital Spot 


LEW SOULBE’S editorial on “Vanishing Point of 
Profit” is one of the best articles of it’s kind I 
have ever read in a hardware magazine. It touches a 
most vital spot in an excellent manner. If only more 
hardware papers would take this up, push and hammer 
it over, a real piece of work could be done for the hard- 

ware business. We all know it is needed. 

(Signed) Stuart A. RUSSELL, 

J. Russell & Co., Inc., Holyoke, Mass. 
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Sighting a whale required 
clear vision. Just as good 
judgment will select— 


Molr irl 
(Reg. U. S. Patent Office) 
WOOD SCREWS—MACHINE SCREWS 
DRIVE SCREWS—STOVE BOLTS 
A 


generous sample bag 
of screws and bolts 
sent on request 


CONTINENTAL 
WOOD SCREW CO. 


New Bedford, Mass. 
U. S. A. 
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Trade-Mark 


Super-Strong 


Step Ladder 


Features 


That Make 
Sales for the 


Not a nail, bolt or rivet 
used in entire construc- 
tion. . 

No slots or grooves are 
cut in the side pieces to 
weaken ladder. 


A patented steel step 
support trusses the ladder 
where strain is greatest. 


Strong steel tie rods 
under each step and a 
patented locking device 
keep the ladder tight and 
rigid. 


There is no “shake” to a 
Super-Strong Step Ladder 
or “shaky feeling’? when 
on one. 


It combines maximum 
strength with absolute 
safety. Your customers 
want this ladder for these 
reasons. 

Sizes: 4 to 12 =i ft. 
Special sizes: 14 to 20 ft. 


Send for Complete Catalog 
and trade-prices. 





The Superior Ladder Company 


516 East Madison St., (Lincoln Highway ) 
GOSHEN, INDIANA 


Agents wanted on commission who handle allied line 

















66 


HARDWARE AGE 








GREEN’S 
Stock Boxes 


4 NEW IMPROVED 


Box 
At Low Cost. Has All the 
Advantages of the More 
Expensive Fixtures. 


Made in an Assortment 
of Sizes to Fit Every 
Hardware Need. 


Write for NEW Illustrated Price List 


THE GREEN CO., 250 W. 57 St., N. Y. 











BICYCLES 


Champio 
Matted 





San Francisco, 717 Market St. 


IVER JOHNSON 


VELOCIPEDES 


JUNIORCYCLES 


Single Barrel Shot Guns 
op Rib Single Barrel Shot Guns 
Ventilated Rib Single Barrel Trap Guns 
Double Barrel Hammerless Shot Guns 
“Hammer the Hammer” Revolvers 


Send for Deater Proposition 


IVER JOHNSON’S ARMS & CYCLE WORKS 
332 River St., Fitchburg, Mass. 
New York, 151 Chambers St.; Chicago, 108 W. Lake St.; 


; New Orleans, La., 625 Pine S8t.; 
Ogden, Utah, 2327 Grant Ave. 











Belt Punches 
Spring Punches 


Leather Workers’, Trimmers’ 
Tools. 


The above tools 


facturing e 
finest quality of materials. 


A varted and attractive line 
and Upholsterers’ 


will please your customers, 
famous Round and Oval Punches 

Remember we have bad one hundred years of successful mann- 
rience, employ only skilled 


We stand back of every tool we make. 
Write for Catalog 


C. 8. OSBORNE & CO., NEWARK, N. J. 
ESTABLISHED 1826 


Osborne High Grade Punches 






Arch Punches 


Revolving Punches 


for the Hardware Trade. Also: 
and Plumbers’ 


as well as our 


workmen and use the 


Try us. 








“L” Metal 
Ao 


E PUsK-Pins 
SH-LESS WARGERS 








- 


Counter Display 











This Metal 
Counter Cabinet 


finished in brown 
with gold lettering, 
contains 


40 - 10c pkts 
Moore Push-Pins 


(Glass Heads—Steel Points) 
and 110 - 10c pkts. 


Moore Push-less Hangers 
(Scientifically Constructed for Strength) 
Advertised for 26 years 
Used in “Nearly Every Home”’ 


List $15 Dealers $10 
Moore Push-Pin Co. 


(Wayne Junction) 
Philadelphia, Pa. 


Send for illustrated folder 
Price List and discounts. 
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On Hand-to-Mouth Buying 


(Continued from page 60) 


Ketterlin, president of the California State Hardware 
and Implement, Association, also Mr. Le Roy Smith, 
their secretary, and Mr. Guttman, one of the old “stand- 
patters” of the original California association. 

Many topics of vital interest concerning hardware men 
were expounded. In the general discourse I mentioned 
Llew’s name, which was pleasing to the ears of our 
local hardware men. 

(Signed) Davin CoHEN, 
San Francisco Retail Hardware & 
Housewares Association. 





Fayette R. Plumb Says Same Thing 


HAT editorial on “Hand-to-Mouth Buying” reads 

so much like what I would say myself, that I guess 

we must be both tapping the same sources of informa- 

tion. The only part I don’t agree with is your statement 

that small order buying is here to stay. I believe it will 

stay only as long as conditions favor it, but that when 

the overproductive capacity is absorbed and prices are 

expected to advance instead of decline, we will see the 

same old scramble to get the orders in before the price 

goes up and the stock in the warehouse for future 
requirements. 

(Signed) Fayette R. Plums, 
Fayette R. Plumb, Inc., 
Philadelphia, Pa. 





Of Large Benefit to Trade 


HAVE noted your articles on “Hand-to-Mouth 
3uying” and also your splendid editorial “Red Ink 
or Black.” Such presentations in my judgment cannot 
fail to be of large benefit to all branches of the hardware 
industry. 
(Signed) C. W. Assury, Vice-President, 
Enterprise Manufacturing Co. of Pa., 
Philadelphia, Pa. 





Best Analysis of the Situation 


HAVE read with the greatest interest Llew’s edi- 

torial on “Hand-to-Mouth Buying” and must admit 

that it is the best analysis of the situation that I have 

seen, and all that you say meets with my hearty ap- 
proval. 

It is a fact that from the manufacturer down to the 
retailer this tendency has been in evidence, but we think 
the wise buyers are beginning to realize that a starved 
stock does not promote good business, gets or retains 
customers, and they are beginning to buy in more reason- 
able quantities. 

We believe that the best remedy for us to apply with 


- our trade is to educate our salesmen along these lines 


and get them to bring pressure to bear on their custom- 
ers to buy a reasonable stock, which we are continually 
doing. 

We have no desire to over-stock our customers. What 
we want to do is to sell them goods enough so that they 
can supply their customers with what they need and turn 
their stock frequently; but when it comes to buying a 
stock sufficient for a week, or trying to buy all mer- 
chandise in broken cases, thereby increasing the cost of 
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handling the orders, we object to it most decidedly and 
are doing all that we can do to prevent it. 
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A Good Selling Mortise Lock Set 


We agree with you that the inability of retailers to Our No. 250-B sells on sight. The 
supply merchandise wanted by their customers has forced Glass Knobs are beautifully de- 
many of them to turn to the chain stores or catalog signed, ground, polished and silver 


houses, and the more forcefully this is presented to the 
retailer, the better it will be, as he must see that the only 
remedy is to build up his stock and put himself in a 


backed, giving a high lustre. Lock 
is strongly made. 
Everything built to last and mod- 


erately priced to insure quick sales. 











Our Patented Dead Bolt Night 


Latch is also a 
con 
SS ene 


rapid seller. 
Gales ig buyer Send for New 


Catalog No. 7. 


UDINDEPENDENTIOCKCOx wD 


Fitchburg, Mass., U. 
Manufacturers of Cylinder Locks, Padlocks, lh Door Sets, Glass 
Knob Sets, Key Blanks, Auto Switch Keys and Hardware Specialties 


position to supply the requirements of his customers. 

We believe in “turnover,” but even in our organiza- 
tion it was overworked at one time to our detriment, but 
we believe now we have taken a middle-of-the-road 
course which has worked out very satisfactorily. 

I certainly wish to compliment you on the splendid 
presentation of your views on this question and would 
like to secure about 100 reprints of the editorial. Will 
you kindly forward them at your early convenience, 
marking them for my attention? 7 s 



























































(Signed) H. E. Hupsparp, ¢ 
The George Worthington Co., 
Cleveland, Ohio. of [ADDERS 
Should Interest Manufacturers and Jobbers alee 10 nitenane METHODS 
an} To provide adequate storage facilities tor 


shelf stock—to make it accessible and con 
venient for clerks and stock men to handle with 

absolute safety—to insure quick service for whole ; 
sale or retail trade — install one or more 
STORE LADDERS. 


Deep tread steps, full length mentonennen tires, 
overhead track system, firm construction throughout, 
eliminate vibration and noise and produce a ladder 
of ample strength for safety, convenience and ° 


HAVE just read Llew Soule’s editorial on ‘‘Hand-to- 
Mouth Buying.” 

This subject is one that interests not only the hard- 
ware trade but all manufacturers, jobbers and retailers, 
for the practise of buying in small quantities has become 
very general since the war. 








I shall be glad to receive reprints of the succeeding ‘efficiency One style only—neat of 20 
; ~ oO easi led meets most ’ ¢ 
(Signed ) CHARLES L. BENJAMIN, | ti/} requirements, Clcular ALAN. 
3enjamin-Chicago, i On request, on 
Chicago, Ill. i j 












EK have read with a great deal of interest the 

reprint of your article on ‘“Hand-to-Mouth 
Buying,” as well as the comments that have reached 
you on it. 

We had previously read the editorial, but it 1s so much 
to the point and coincides so perfectly with our own 
views that we really enjoyed a second reading of it. It 
is so good that we would like to send copies to every 
member of our sales force and for that purpose would 
like to have twenty-five additional copies, if they can 
be had. We will gladly pay for these, and if you will 
send them along with your invoice to cover we will 
appreciate it. 

(Signed) H. A. Davis, General Sales Manager, 
Henry & Allen, 
Auburn, N. Y. 


: | 
Right to the Point | 
| 


ROCKY MOUNTAIN 
STATES and CANADA 


“10° 


BRUSH-NU COMPANY ,. 


-BALTIMORE MARYLAND 























Doing a Big Work, Says Arthur M. Dodd 


OU have probably been swamped with letters com- 

plimenting you on the stand you are taking on the 
“Hand-to-Mouth Buying” proposition and the wonder- 
ful educational work you are doing on this very, very 
important subject. 

I have been following it very closely through the dif- 
ferent issues of HARDWARE AGE, and you are doing a 
big work in bringing this to the front just at this time. 
I have no doubt but that particular habit, coupled with 
installment selling, and a number of other crazy things 
that have been carried on in 1926, have made this one 

(Continued on page 68) 







All-Metal Frame 
CLOTH WINDOW VENTILATOR 
Our national advertising features the Dia- 
mond “E” trade-mark on frame and 

cloth. It pays to sell the 
genuine. 8 popular sizes. 
Retail at 60c. to 
$1.10 



















FROM : 
YOUR JOBBER NEW YORK,NY... 
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Builders’ Hardware Door by Door 


(Continued from page 38) 


Locks of either the “bit key” type (1) or the "’cyl- 
inder key” type (2), embodying any or all of the above 
features, are now made by several reputable makers. 

In selecting a suitable lock for a hotel guest room 
door, a study of the requirements of the particular hotel 
should be made to determine what features are required 
in the lock to suit it to the conditions under which it 
will be used. The modern commercial hotel, even in 
the smaller cities, usually needs all the keying features 
mentioned above. As to whether the lock should be of 
the type that must be locked on the outside by the key, 
or of the type that automatically locks itself when the 
door.is closed; or whether it should be locked on the 
inside by the key or by a thumb knob, are points that 
are usually decided by the person who is to operate the 
hotel. In any event, a good quality of lock should be 
recommended, as these locks are subject to hard usage, 
and if one gets out of order it usually results in a much 
disgruntled guest and great inconvenience to the man- 
agement. 

(;uest room hotel locks are usually made so they will 
in some way indicate on the outside when they are locked 
on the inside. This is accomplished in several ways— 
by setting the outside knob rigid so # cannot be turned, 
or by pushing out a button on the outside escutcheon, or 
by pushing out a button on an attachment placed on the 
jamb. An “indicator” feature is important so that the 
maid may know, without trying her key in the lock, that 
the room is occupied. 

The knobs and escutcheons for these locks should be 
strong and durable, and of one of the so-called “screw- 
less spindle” types. They may be perfectly plain or of an 
ornamental design that will fit in with the general archi- 
tectural features of the building. Often the knobs are 
cast with a monogram or other emblem characteristic of 
the name of the hotel. For wood doors it is better to 
use a combined rose and escutcheon, as they can be better 
secured to the door. 

ach room door should be supphed with cast bronze 


or brass numbers (3), indicating the number of the room. 
A rather clever feature has recently been used on several 
of the new hotels. It is to furnish for each room door 
a small door knocker with the room number cast on the 
knocker (4). 

A suitable strong cast rubber tipped door stop should 
be supplied for each door, so the knob will not mar the 
wall when the door swings back. 

Each door should be hung on three strong butts of 
suitable size to allow the door to open back as far as 
its location in the room will permit. On a high-grade 
building these butts may be brass or bronze with heavy 
visible ball-bearings. If cost is an item, heavy cast iron 
butts, of finish to match the other hardware, may be used. 
These need not be ball-bearing, as it has been demon- 
strated by government test that heavy cast iron butts 
without ball-bearings will stand as much wear as any 
other kind of butts; or heavy wrought steel butts with 
large visible ball-bearings may be used. 

Liquid or pneumatic door checks, without springs, are 
sometimes used on these doors to prevent slamming and 
disturbing the guests. 


Ouestions 


1. What keying features can be furnished in 
“Hotel Room Locks”? 

2. Can the same features be had in both a “Bit- 
Key” lock and a “Cylinder” lock? 

. What keying feature is customary regarding 

keying of hotel “Closet Locks”? 

. How can the maid know whether a room is 
occupied without disturbing the guests? 

. What kind of Knobs and Escutcheons may 
properly be used P 

. What kind of Butts may be recommended P 

. What is usual regarding numbering rooms, and 
can it be done in any other way? 

. What can be done to prevent the slamming of 
the doors so guests will not be annoyed P 
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Letters on Hand-to-Mouth Buying 


(Continued from page 67) 


of the most upset years that I have ever had to go 
through. 

The more I think of it, the more I admire anyone 
who fearlessly comes out at a time like this, expressing 
the courage of his convictions and offering something 
of a concrete nature to the tangible solution of mer- 
chandising problems with which we are confronted. It’s 
just about time for everybody to right about face, keep 
their feet flat on the ground, quit talking about crop 
conditions, and this, that and the other thing, which 
comes up with every little flurry, and look at fundamental 
problems squarely in the face, quit dilly dallying around, 
and get things back to a normal situation. 

I am sick and tired of hearing about reactions against 
this and that condition, which are either fancied or real, 
that I have come to the conclusion that I am going to tell 
everybody just how I feel about it, and impress on them 
that when these conditions disappear, that the others 
confronting us, equally as important in the proportion 
that we give attention to them, so I have adopted for the 
1927 slogan “Damn the conditions. Let’s go ahead.” 


If HARDWARE AGE is read, and I know it is, and if 
people read your communications, and I know they do, 
then your campaign is going to have its effect. It may 
take a little time for people to wake up and get out of 
some of the habits they are in, but economic forces are 
going to manifest themselves, and your courageous atti- 
tude on this particular subject, together with your 
attitude on other subjects equally as important, is going 
to redound to your ultimate credit of a lasting nature. 

(Signed) ArtHur M. Dopp, General Sales Manager, 

Horton Manufacturing Company, 
Fort Wayne, Ind. 





For some time this sanctum sanctorum has felt that 
America needs a new salutation. “How’s tricks?” “Nice 
day,” etc., are going flat. In a station at Philadelphia, a 
red-cap saluted his colored brother behind the lunch 
counter with a wave of the hand and a melodious “Gettin’ 
By, Rufus?’ What could be more instinctively Ameri- 
can? 
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A Practical New Year’s Wish 
For Practical 


Production Men 


Shakeproof wishes all of you the best of 
years ahead—and would like to help smooth the 
path of production. 

Our practical wish is that you learn the 
better-production features of the Shakeproof 

Pe geome . Lock Washer. When you do, by test, you are 
he It’s the Twisted Teeth going to thank us for this ents : 
ca fs That Lock In Nineteen Twenty-Seven you will have no more 

> loose connections on work if you employ this modern 
and positive lock washer. Look under the magnifying glass at those twisted teeth—a series of multiple locks—biting into 


metal—getting tighter with vibration. 
Then add the big feature of non-tangling, plus lighter weight, cleaner work, bolt lengths saved. Why not make a New 
Year’s resolve now to write and ask for free quantity for your shop test? Such a test will prove more than we could 


The More Vibration 
The Tighter 
They Lock 
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Say in many pages of advertising. Sises Up to 1%" 
y | 
Type 11 Type 12 Type 15 Type 20 
External Internal Countersunk Locking Terminal 
SHAKEPROOF LOCK WASHER COMPANY — Incorporated 
2505 North Keeler Avenue Chicago, Illinois 




















This Display 
Makes the sale of 
— - OKEH TAPES 


j famous 
aap tener Easier than Ever 


, , It is attractive and puts the 
Okeh Tape right out where 
your customers can see it 


At aaa At | to best advantage. 










eRICe Put one on your counter 


7 Carry y r helper ee and boost your tape sales. 


in you het Write for further detaus. 































¢ KEUFFEL & ESSER Co. -; 


NEW YORK, 127 Fulton St. Ganeral Office and Factaeries, HOBOKEN,N. J. 
CHICAGO ST.LOUIS SAN FRANCISCO MONTREAL 
$16-20 S. DearbornSt. 817 Locust St. 30-4 Second St. 5 Notre DameStW 


Drawing Matenals * Mathematical and Surveying Instruments * Measuring Tapes 
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_ | Allsteel Shelving 


mae IGHT, strong, fire-resistant— 
22 without special tools—and giving 10 Re? 
tezq to 30% greater storage space. ete 
sts To fit growing needs, additional units may be Set 
eyes added later—or the entire installation moved 
esti: and re-erected elsewhere. 
Seige Allsteel Shelving has innumerable uses in office, 
iia . store and factory, with low initial expense and 
eee no upkeep. The Alisteel mark on shelving is 
your guarantee of permanent satisfaction. 
Write for a copy of ‘‘Saving with Shelving’ 
THE GENERAL FIREPROOFING CO, 
Youngstown, Ohio 
Dealers Everywhere + Canadian Plant: Toronto, Ontario 





setts 

Aa TS 

*** 
. 


yan 
as Ti 
Yi] 


wie 


ll yi 
{/] 


j 


- - | 
22 S|— 


*2::\e@ 





‘ * Attach this te your firm letterhead @*** "7" "= 4 
g The Cemeral Fireproofing Co., Youngstown, Ohio (H.A.) ' 
g Please send me without obligation a copy ef your beck “Saving with 4 
g Shelving.” 4 
g Vame COSC CSC SS ESES ESSE ESSESHOSESES ESS SSS SESSSSESESESECEEES eee s 
DOD ecoccvcvvesccccccescoveeesoceceeesesesoeccceseeos eeces 4 
g Ser et No a a ee : 
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quickly erected or re-erected 2 
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What’s What 
and Why 


In buying Tubular and Clinch rivets these three 
points should be carefully considered: 


1. The metal form from which they are made. 
This is mighty important because of its direct 
bearing on the driving and setting qualities of the 
rivets. 


2. How are they made—that is, are the details 
of manufacture such as to insure the best results? 


3. Who makes them? Tubular and Clinch rivets 
were originated by us. For over fifty years we 
have been making them of metal which we know 
is “right,” and under the most efficient manufac- 
turing conditions. You may be sure, therefore, 
that our prices are based on honest values. 





Coast Representative 


J. T. MCDEVITT 
Postal Telegraph Building 
SAN FRANCISCO, CALIFORNIA 
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TUBULAR RIVET & STUD 
COMPANY 
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BOSTON 
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New Features 
For New Profits 


Gree Fire Extinguisher advertising in 23 
representative magazines of national cir- 
culation is sending customers into the 
stores for 


The 





FIRE 
EXTINGUISHER 
AND 


Gis FIRE 
EXTINGUISHING LIQUID 


Why not cash in on this demand? 


Get your share of Gag Fire Extin- 
guisher business by keeping these 
extinguishers displayed out in front. 


You can make your tie-up with Seg 
Fire Extinguisher national adver- 
tising more effective by putting Heng 
Fire Extinguisher dealer helps towork 
for you— a Hew Fire Extinguisher 
display tells its own sales story. 


Siew, Fire Extinguisher advertising 
is continually selling the consumer 
—is backing you up. Dealers have always 
made money selling Geg Fire Extinguishers— 
and always will. They are favored for their 
dependability. Their new features mean new 
profits. Every home and automobile owner is 


a prospect. 
A Gyemt FIRE 
EXTINGUISHER DISPLAY 
Tells Its Own Sales Story 


A Sree Fire Extinguisher sales representative 
or your Jobber’s salesmen will gladly explain 
how these improvements have made a good 
extinguisher better. 





Order Now Through Your Jobber 


~PYRENE MANUFACTURING CO. 
NEWARK, N. J. 


"*Fortify for Fire Fighting” 
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Our steady growth for 
over 70 years is sufficient 
proof that T. D. & W. 
Handles are more than 
satisfactory. And the 
fact that we make 50% 
of the world’s handle- 
supply is your assurance 
of the highest quality at 
the lowest consistent 
price. Try T. D. & W. 
Handles on your next 
order — your jobber has 
them. 


COPYRIGHTED BRANDS 


Daniel Boone Perfection 
American Beauty Triumph 
Daisy Hercules 
Sunflower Success 
Peerless Eagle 
Beauty Royal Oak 
Turner, Day & Woolworth Handle Co. 
Incorporated 
Louisville, Kentucky 
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MYERS 


§elf-Oiling Buiidozer 













Positive Self-Lubrication!!! | What 
does this mean to the man who purchases 
a power pump? Is it merely an adver- 
tising term to attract attention or does 
it describe a feature that has a concrete 
value in actual pumping service? 





















Here are questions worthy of more 
than just a passing thought by anyone 
who in any way is connected with the 
sale and distribution of power pumps. 


Reverse the positions of the buyer and 
seller. What kind of a power pump 
would you consider if you were shopping 
about for new pumping equipment for 
your own home or farm, or for any 
other purpose? There is little or no 
doubt as to your decision. It would be 
a self-oiling power pump. 








And here is the answer to the 
wide spread demand for MYERS 
SELF-OILING POWER 
PUMPS. Decisions in their favor 
are increasing daily. It’s easy to 
get the facts and figures. We are 
ready to submit them on request. 


OTHETIU- 
PRODUCTS & aed y RS & BRO. 
DUMPS FOR, SAF poor HANGERS Se EES 5 


EVERY PURPOSE STORE LADDERS rc —— 
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The “Customers” Who Send a Friend 
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Some of those “Customers” we have been mentioning 
en a here week after week are getting into action. We un- 
\) | derstand they have been boosting “Perfect” Screen and 
Uti AYLOR Hardware Cloth. All the neighbors are talking about 

WIRF rf. | its quality and fine appearance and passing it on to their 
avs na | friends, 


It started some time ago when our Dealer Friends in- 
sured themselves against dissatisfied customers by sell- 
ing better Wire Cloth. 


And now all their efforts are being rewarded by repeat 
sales and new customers. 


If you are not meeting these folks ask your Jobber to 
tell you about “Perfect.” 
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LUDLOW. SAYLOR WIRE CO. 


Galvanized St. Louis, Mo. Painted 
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No 
Wrench 
Like 
the | 

That is why Dealers find the COES Steel- 


COES Handle Wrench easy to sell. Another reason 
is its adaptability. 


mn a 
ro b= 


Sizes: 6 to 21” 





for A 10” COES will serve all general shop require- 

Steady ments, fit every nut on a FORD car and most 
nuts on other cars. 

Hard Sizes: 6” to 21”. Your Jobber will supply you. 


Work COES WRENCH COMPANY 


*‘In business since 1841” 





po o) " Worcester Mass. 
(2 Sul ees} SELLING AGENTS 
Gtalog Buyels Pe | ot eee 29 Murray Street, New York 
in atalog John H. Graham & Co. ....113 Chambers Street, New York 
Fenwick Freres.............. 8 Rue de Rocroy, Paris, France 




















Allith-Prout 


Locking Devices 


Detroit and automobiles; Rochester and clothing; 
Chicago and meat; New York and money; Paris and 
perfumes; Los Angeles and real estate; Danville 
and door hardware. 

People like to associate places with products. They 
have learned to say “Danville and door hardware” 
through the fact that for over twenty-five years 
Allith-Prouty Company has been making products 
fine enough for the most exacting architect and 
priced fair enough for the most economical home bbs mes pe re 
owner. Alligatox Latch 
A-P locking devices are no exceptions to this rule. 
Certified malleable where strain may break less * 
carefully made parts; steel where lighter weight is 
essential—both materials finished and put together 
































with a workmanship unsurpassed in the industry. 

Catalog No. 95 describes these worthy products. It 

is free. OUR CATALOG SHOWS 
ALLITH-PROUTY COMPANY Alligator Snap Latches; “Drawtite” Door 

Danville, Dlinois Bolts; All Steel Chain Bolts; Cane Bolts; 
Manufacturers of Cremone Bolts. 
Garage Door Hardware Spring Hinges Rolling Ladders | 
Fire Door Hardware Overhead Carriers Door Hangers 





Manufacturers of the finest line of Garage Door Hardware 
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The Protitable 


Leaders 


Cyclone “Red Tag” Fence is the world’s 
best known fence. That’s why it’s the best 
selling fence. First choice everywhere. 
For years Cyclone national advertising has 
been building up demand, paving the way 
to profits for you. Why not make the most 
of this? Sell Cyclone Fence, Gates and 
Products—the leaders that will make the 
most money for you. Write for latest cat- 
alog today. 


CYCLONE FENCE COMPANY 
Factories and Offices: 


North Chicago, IIl. 
Cleveland, Ohio 
Fort Worth, Texas 


Pacifie Coast Distributors: 
Standard Fence Co., Oakland, Calif. 


Waukegan, :* 
Newark, N 


Northwest Fence & Wire Works, Portland, Ore. 








clo r Style ‘F’’ 
maces” Gee 
Quality nished in 10 and 
20-rod rolls. 
© C. F. Co., 1926 


CYCLONE COPPER-BEARING STEEL ENDURES 
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Paint Story 


m 


HARDWARE 
— AGE 


Hardware Age is read every week by 
merchants who are always ready to give 
a likely product a trial. One of the 
reasons why these men read Hardware 
Age is to keep in touch with what is 
being offered by manufacturers. 





Tell them your Story and keep on telling 
it. You'll meet with a response that will 
prove to be profitable. 
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RIFFIN Butt Hinges 
are made to conform to 
and harmonize with 

every scheme of mod- 
ern architecture and 
interior appointments 





Manufacturing Co 
ERIE. PENNSYLVANIA 


“ Branch Offices_, 


45 WARREN ST. NEW YORK 
74 W. LAKE ST. CHICAGO 
28 BINFORD ST. BOSTON 
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The Eagle Quality Line 
Cabinet Locks 
Store Door Sets 
Wood Screws 


Place this attractive mahogany finish display board in a 
conspicuous place in your store, and see your sales increase. 
A padlock for this—a padlock for that—always this silent 
salesman is a constant reminder to your customer. 


Trunk Locks 
Padlocks 


Night Latches 
Front Door Sets 


Selling from samples saves time and labor for you, too. No 
goods taken from shelves until the sale is made, so that 
your stock is always neat and orderly, and the keys and 
boxes are not mixed up. 

This display board furnished complete with sixteen of our 
most popular padlocks. 


List Price $14.00 each, complete. 


Eagle Lock Co. 


General Sales Office 

aenveevern = 26 Warren St. New York 
Branches—521 Commerce St., Philadelphia, Pa. 

177-179 N. Franklin St., Chicago, IIl. 


114 Bedford Street, Boston, Mass. 
Works at Terryville, Connecticut 
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Peerless Honeycomb Radiators for Ford Cars. 
For all models from 1917 to 1926 inclusive. 
The leading Ford replacement radiator. Esepe- 
cially good for trucks. More cooling area and 
bigger water capacity. Don’t boil: won't freeze 
anc urst. 


N O other line of Ford replacements 
enjoys the popularity of the Peerless 
line. Highest quality at popular prices 
have made them leaders in this field. 

Ask your jobber or write direct 


The CORCORAN Mfg. Co. 


4903 Section Ave., Cincinnati, O. 





PRODUCTS 


FOR FORD CARS 


1926 Passenger Car Fenders and No. 7 Commercial Fenders for Model T 
Chassis When Converted Into Truck, Now Ready. 











Show More, Sell More! 





Take the pictures out of the mail order catalog and 
they won’t do any business. 

Your display of the original article is more appeal- 
ing than any picture that may be had. 

A Heller man can show you how to get an increase 
of from 50 to 100% if you will follow his simple, 
inexpensive tried-out plan. It won’t cost a cent to 
talk to him. Just mail coupon TODAY. 


700 Bryant St., Montpelier, Ohic 
W. cs Heller & Co. 20 Some St., New York City 
Kindly have your man call. I would like to increase my knowledge 
of Merchandising Hardware. 


 — ix, rreerrirt Tt tr TT rr Trt PT Tre TTT Te TTT 
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G. F. Wright 
Steel & Wire Co. 


Worcester, Mass. 


You can always 
depend upon the 
high quality of 
every detail of 
Superior Brand 
Poultry Netting. 


We are proud 
of every bale 
shipped from our 
plant. All stand- 
ard sizes and 
widths, galva- 
nized before or 
after weaving. 





KIMBALL~ 


These Elevators are 
quickly and easily 
installed in your 
building. They are 
easy ‘to operate and 
give as fine a service 
as elevators costing 
many times as much. 


They are built in 
several capacities, 
ranging from 1,000 
to 3,000 lbs. 
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"ELEVATORS ||; 0) = 
' ie 


Kimball makes more light electrics than any other 
one type. These machines have given satisfaction 
wherever electric elevators are used. 


KIMBALLBROS.CO. 


1117-41 South Ninth 


St. 


Council Bluffs, Iowa 
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SPRING HINGES 


(A Type for Every Requirement) 





Triplex” 
Spring Hinges 
For 
Lavatory Doors 





Adjustable 
Clamp Flange 





Type 2242 


_ The surest way to increase profits is by reduc- 
ing expenses. 


Type 2242 lavatory spring hinges will elimi- 
nate any extra labor and expense of cutting 
partitions or using shims if thickness varies. 


Send for Catalogue No. H42 


Chicago Spring Hinge Company. 


CHICAGO NEW YORK 
U. S.A. 
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Joultry Supplies 





Winter Fountains 

















Heater Fountain Insulated Wall Fountain 


““Moe’s Line” is a distinctive 
and popular line of poultry 
equipment for which there is 
an all year around demand. 


It is a complete, satisfactory 
and profitable line to sell. 
Everything for chicks. and 
chickens, all designed right, 
well made, an“ will bring you 
satisfied, repea. customers. 
Make your store headquarters 
for this popular line. 


Write for New Catalog No. 16. 
Now Ready. 


HOEFT & COMPANY 


2305 Davis St. North Chicago, IIl. 








Star Fountain 
For Mason Jars 






















72% Greater Holding 
Power Than Wire Nails. 
Won’t Split the Wood. 
Heads Stay on. 

Send for Quotations 


READING IRON 
COMPANY 


Reading, Pa. 


Makers of Out Floor Nails, Rico Hard 
Fleer ‘Nails, Large Head Out Foundry, I, 
Headless Out Foundry. Black and Gal- Y 
veniaed Out Shingle, Cut Clinch and 
Hinge Neils. Wy 


READ 
CUT NAILS 














PERFECTION at last 


in HOSE NOZZLES 





GUARANTEED 

made of heavy wrought brass 
throughout, rugged, durable, this | 
New Sherman Diamond Nozzle 
is free from sand holes or flaws 
and bears our unqualified guar- 
antee for good workmanship 
and material. 


H. B. Sherman Mfg. Co. 
Battie Creek, 
Mich. 


SHERMAN 
The i AMOND 


It will throw more water far- 
ther. Each nozzle tested 
under water pressure. Even 
spray. Straight stream and 
tight shut-off. 


Your Jobber can furnish Sher- 

man “Diamond” in display 

cartons, for counter. 

H. B. SHERMAN MFG. CO. 
Battle Creek, Mich. 
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The No. 1 Double 
Needle Fire Pot 


Has no equal as it possesses 
every good point found in other 
styles and in addition The 
Double Blunt Point Needles, 
which add years to its life as 
the blunt needles can not en- 
large the gas orifice. Top sec- 
tion can be removed and the 
Fire Pot used as a Torch. 





px TONG LAM, , 
+: “i ae hi Jobbers supply at factory 
Of tworiescn us" price. 
Clayton & Lambert Mfg. Co. 
Pot 6275 Beaubien St., Detroit, Mich. 








No. Fire 
Ask for latest price 













ALLEN Safety Set Screws 


30% Extra Strength over broached hollow screws 
—the only other kind made. By a patented 
process we increase the density of the steel 
around the socket-holes, so that even the smaller 
sizes will stand all the strain the best made 
wrench can apply. The Allen process 4 
deep, perfectly-formed socket-holes—no chips 

the bottom. The entire length of the ALL N io 
utilized Can for solid metal at the point or aT of socket 
for the wrench. All sizes in stock ~~ ic 1% in.; any 
length, point or thread. Also Socket-Hea oe Screws, Tap 
Extensions and Socket Wrench Sets. Dealers: Write for 
catalogue and sales proposition. 


= 


The ALLEN MFG. CO. i2in sip Nose: 
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“MARKWELL” 
a RETAILS FOR i 
Glasier’s fS0 euch 2 oem 
Driver. each. willie s ane 


Faster Than The Ordinary 
Driver 





MARKWELL NO. | PURE ZINC OR STEEL POINTS 





PURE es - STEEL 
(50,000 te aan) (50,000 to a box) 
16 pox Lots, Per hy ae 67% 10 Box Lots, Per Box...... $8.80 
Lots, Per Box 8.30 20 Box Lots, Per Box...... 3.565 
1 Be Lae Per Bor.... 3.30 100 Box Lots, Per Bor...... 8.40 


Prices F. O. B. New York 


H. A. MARKWELL MFG. CO., INC. 


171 Franklin Street New York 





MILBRADT 
LADDERS 


Will pay for themselves in a 
short time by enabling you 
to wait on more trade, save 
the wear and tear on your 
fixtures and goods, as well 
as bring the appearance of 
your store up to date. 


Write for catalogue show- 
ing a large number of styles 
suitable for all kinds of 
shelving. 

Milbradt Mfg. Co. 

2411 N. 10th St. 


St. Louis, Mo. 











American Steel & Wire 


Ellwood 


IR 


Quick Delivery. Write us for selling plans. 










Am. Glidden, , Am. Special, 


Ellwood = 
TACKS, Hot Galv'd Nails. 
American, wa Anthony, 


Prairie, Banner. Steel Gates. 


Company 
Chicago, New York, Bosten 
Denver, Birmingham, Dallas 


U. 8. Steel Products Co. 
San Franciseo, Los Angeles, 
Portland, Seattle 











GENCO Razors 


Finer than ever 
Order through your wholesaler 


GENEVA CUTLERY CORP., Geneva, N. Y. 

















DULUTH 
DISPLAY 
COUNTERS 


Make it easy to shop 
= store. , 
e low prices on 
He. Si Duluth display tables and 
counters bring them within the reach of all. You can buy 
them cheaper than you can build them. 
The table shown above sells for $28.50 f.o.b. Duluth. It is 
7 feet long and 32 inches wide, stained and varnished ready 
for business. 
Furnished with glass dividers at a small additional charge. 


DULUTH ENGINEERING SERVICE 


We maintain a complete merchandising engineering ser- 
vice, including sampling. Write for complete information. 


DULUTH SHOW CASE CO. 


New York Office General Offices Chicago Office 
101 Park Ave. Dualath, Minn. 180 N. Wabash 


















[BETHLEHEM 













Wire Products 


for every need 
Nails of all kinds, Staples, 


Cambria, Fence, Barbless 
Twisted and Barbed Wire, 
Processed Wire, Bright and 
Galvanized Wire, and Wire 
Rods to standard or special 
analysis. 





BETHLEHEM STEEL COMPANY 
Bethlehem, Pa. 
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“ANCHOR BRAND” 
CLOTHES WRINGERS 












770B Bicycle 10” 
Rolls Ball Bearing. 
771B Bicycle 11” § 
Rolls Ball a ' 
Warranted for At 
years for alld c 
use. 











preohop 
Have been true friends to housewives for over a BRAND 
generation. , 
The satisfaction they give makes more sales and wins 
more friends. TRADE 
Stock ANCHOR BRAND WRINGERS and profit by 
this friendship. 
Best on Earth. Every One Warranted. 7 
LM.CO 
A. 
Lovell Manufacturing Co. ts 


ERIE, PA. 


Largest Manufacturers of Clothes Wringers in the World. 




















Sell Them 
by the set 


Combination Service 


Wrench 


A practical and convenient tool 
that increases the usefulness of a 
wrench. 


Strongly constructed for gripping 
and holding both round and square 
parts. 


Eliminates lost time and _ the 
bother of carrying two wrenches 
on one job. 


Its double purpose feature appeals 
to .the home owner for general 
work as well as the expert me- 
chanic. 








Made of a forged steel bar, case- 
hardened throughout. 





Featuring ‘Bemis and Call 
Wrenches will mean more sales 
with less sales effort. 


Sets of 9, 11, 17 bits are fur- 
nished In compact cases for 
the convenience of the user. 











It isn’t hard. Every mechanic needs the entire set in his work, and it 
resolves itself to a question pf selling him once or seventeen times. Bring 


° out the value of the case, its use "7 p Renn oe the bits in order and near at 
prices. Forstner Bits are the only bits oat are not dependent on a center or a 





level to guide them. They nw | from the outer rim. The entire surface is 

at work all the time; no jase ? every part of the work is smooth an 

polished. They bore their way ‘U through hard, knotty, cross grained weed. 
ean 


leaving a smooth hole and ec lished surface. 
BEMIS & CALL CO. Let us send you catalogues. Order through your jobber or direct. 
The Progressive Manufacturing Co. 
Springfield Mass., U.S.A. TORRINGTON, CONN., U. S. A. 















































€=Look for the tag, carrying our name, at the end of every roll! 


bse! The Gilbert & Bennett Mfg.Co. | 


Established 1818—America’s Oldest Woven Wire Factory 





Manufacturers of 


WIRE CLOTH, NETTING and FENCING 
Galvanized Steel Wire Cloth in all Meshes and Gauges 


New York City Georgetown, Conn. Chicago Kansas City 
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Robertson “Horseshoe Magnet” Hammers 


Permanent magnet which holds > ee 
the tack in position for driv- o 10: ae a 
ing. Awarded the Silver Medal eo 






ee <a 


(the highest offered) at the Panama-Pacific Exposition. 
Good profit. 
Name and design trade marks registered U. 8. Pat. Off. 


ARTHUR R. ROBERTSON 94 Portland St., Bosten, Mass. 


WANTED REPRESENTATIVES 
TO 


ips 











THe STEWART IRON WORKS Co. 
225 STeEwarT BLOCK CINCINNATI. OHIO 








@ STERLING 4 . | 








Sterling Hack Saw Blades 


Try them, Mr. Dealer. We'll send Samples. 
Write for Catalog and Prices. Sold by Jobbers. 


Diamond Saw & Stamping Works, Buffalo, N. Y. 




















DROP FORGED 
WRENCHES 


Designed and proportioned to give stiff 
ness and tensile strength. Made accurately 
and uniform in machining and finish. Send for 
Catalog B-23. 


ARMSTRONG BROS. TOOL CO. 
814 N. Francisco Ave., Chicago, Ill., U. 8S. A. 















AXES and SCYTHES 


Scythes since 1812, Axes since 1800 


RIXFORD MFG. CO. 


East Highgate, Vt. 





“T Make the best Hammer” 
7 D. Mavydole, 1843 


The popularity of Maydole Hammers among Carpenters, 
Machinists and Mechanics attests the fact that we've 
maintained the standard set by the founder of this 
business over 80 years ago. 








\ THE DAVID MAYDOLE HAMMER CO. 
| Nerwich New York 














IF IT’S THE BEST TOOL YOU CAN SELL 
FOR WORKING STONE 
IT’S OURS. 


TROW & HOLDEN CO. Barre, Vermont 
Catalog 








HACK “T_ NOX” saws 
suomi, SD - ccsmcron 


“The Jools in the Plaid Baw” 
AMERICAN SAW & MFG. CO. SPRINGFIELD, MASS. 


HACK SAWS - BAND SAWS =— SCREW ORIVERS - GLASS CUTTERS 











STRATTON ™** son"? * 
HANDLES 


For Smell Tools, Utensils, Electrical Geods, Etc. 
Enameling, both baked and air dried. 


STRATTON MFG. CO. Stratton, Maine 


“nd — 






i 
Corn G MILWAUKEE 
WHEELBARROW CO. WISCONSIN 














CRAYONS 


For Every Purpose 
STANDARD CRAYON MFG. CO. 


DanVers, Mass. 


, Improved Featherweight Creeper 


Size No. 3 for Men 

Size No. 2 for Ladies 

Size No. | for Cuban Heels 

Retails at 50 cents "yy pair 

Price to dealers $4.00 per dozen 
Order — P te jobber, or we will ship 


CHURCHILL MFG. CO., Inc. 
287 Thorndike St., Lowell, Mass. 














J. L. THOMSON MFG. CO. 
Waltham, Mass. 


Tubular and Bifurcated 


RIVETS 








Welding Compound is best by every 
test. Makes welding of any steel as 
easy as Iron. Stock it and increase 
your sales. 


Made only by 


ANTI-Borax Compounp Co. 
Fort Wayne, Ind. 








BROWN @ SHARPE 
f Re) 6) O. Bae 
Miade Best 
They Give Complete Satisfaction 


TRADE MARK Cutalog on request 
BROWN & SHARPE MFG. CO. Providence, R.1., U.S.A. 











Ask your jobber for 


CALDWELL SASH BALANCES 


Thirty-five years of service is assurance 
of quality 


CALDWELL MFG. CO. 
52 Industrial St. Rochester, N. Y. 
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Know Them 
by the 
Blue Handle 


OSBORN MANUFACTURING CO., Cleveland, Ohio 
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rere) for the tull name 


Russell Jennings 


stamped on the round of our 


Auger Bits 


The original doubie twist auger bit, patent d by 


Mr. Russell Jennings in 1855 


Russell Jennings Mfg. Co. 
Chester, Conn. 








INVISIBLE HINGES 


Styles for“every use of houseowners, car- 
penters, cabinet makers, Simple in de- 
sign, easily installed and long lasting. 

See Sweet's Catalogue (pages 1678-9) 


Soss Manufacturing Co., Inc. 
776 Bergen St., —— 
_ BROOKLYN, N.Y..." 








Hardware Age Verified List 
OF WHOLESALERS AND RETAILERS 


CONTENTS OF THE SEVENTH EDITION 

Wholesale Hardware Houses in United States, Canada and 
Foreign Countries. 

Retail Hardware Stores in United States, Canada and 
Foreign Countries; also General Stores, Lumber Yards, etc., 
handling hardware. 

Chain Hardware Stores in United States and Canada. 

5c, 10c and 25c Stores carrying hardware in United States 
and Canada. 

Department Stores carrying hardware and housefurnish- 
ings in the United States. 

ag rw Agents in United States, Canada and 
Foreign Countri 

Automobile el jobbers. 

Dealers in Mill, Steam, Mine and Machinery Supplies. 

Export Merchants handling hardware and kindred lines. 

Sporting Goods Wholesalers and Retailers. 

Mail Order Houses handling hardware and housefurnish- 
ings. 

Woodenware and Willow-ware Wholesalers. 

Paint, Oil and Varnish Jobbers. 

Radic and Electrical Goods Jobbers. 

Plumbers and Tinners Supplies Jobbers. 

Membership Lists of Hardware Associations. 


Hardware Age Verified List of Wholesalers and Retailers 
is indispensable in economic direct-by-mail promotion work 
and also a helpful guide for salesmen’s calls. Every sales 
manager should have one on his desk, and every salesman 
could profitably carry a copy in his grip. Since the previous 
issue was published there have been more than 10,000 
additions and corrections, and these all appear in the 
Seventh Edition. 


Hardware Wholesalers find Verified List of great value in 
“‘checking’’ thetr retatl prospect records. 


$12.00 postpaid 


Hardware Age Verified List Department 
239 W. 39th St. New York, N. Y. 








‘HOHNER HARMONICAS || 


—Ssell all year ‘round. See that you have ample stock on hand to 
satisfy the growing demand which is being created by the big 
national advertising campaign. Bigger profits and greater prestige 
are certain for the dealer who handles the Hohner product. 


ASK YOUR M. HOHNER, INC. 


JOBBER Dept. 66, 114 East 16th St., New York City 








- : an 








American Can ——— 








NEW YORK —— SAN FRANCISCO 
Cans for all Lithographed 
metal displays 
ee and signs 











0. Lindemann & Co. 
Manufacturers of 
BIRD dw tn 
CAGES Established 1863 


35-37 Wooster Street, New York 



















THE NIAGARA METAL STAMPING CORPORATION 
Niagara Falls, N. Y. 
ANUFACTURER of the Premax Line of high grade hard- 


ware specialties wishes to its many friends a fine Christmas 
and a profitable 1927. 


Appreciation of past business is only equaled by desire to serve 
and hope for increase. 














PITTSBURGH 
Pref Products 


= Glass-Paint-Varnish-Brushes 
PITTSBURGH PLATE GLASS CO. 





ELEVATORS 
DUMBWAITERS 


Write for Our Catalog 
ENERGY ELEVATOR CO. 
211 New Street. Philadelphia 











Makers of Every Kind 
| of Screw, Nut and Bolt 
The Corbin Screw Corporation 


The American Hardware Corporation, Successor 


229 High Street New Britain, Conn. 


Western Factory: Dayton, Ohic 
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BUSINESS OPPORTUNITIES 








- = 
WANTED—Hardware Manufacturing Business 


LARGE NEW YORK STATE 
MANUFACTURER 


with national sales force will add to its line by 
Purchasing the Business of a 


SMALL SUCCESSFUL MANUFACTURER 


If you are a small manufacturer of any product for 
Hardware, Auto Accessory, Radio, or Manufacturing 
trade, and are doing reasonably profitable local busi- 
ness with a reliable product that could be marketed 
throughout United States, and would consider selling, 
give your proposition in detail. If it interests us will 
| have representative call. Will make fair proposition 
and permit owner to remain identified with business. 


Will also consider new product not yet on market 
| if merit is exceptional. Address Box H 320, care of 
Hardware Age, New York City. 


i Jf 
~ 


FOR SALE 


Hardware Store, good location, growing section in 
Brooklyn, N. Y. Requires $10,000.00 cash, balance of 
$4,500.00 on reasonable terms. Address Box H-324, 
care of HARDWARE AGE, New York. 


























M. M. GODSCHALK 
Merchandising Engineering 
) Complete Service for Hardware Merchants 
) Systems Installed Samples Mounted 


101 Park Ave., Room 1403, New York 
Telephone Caledonia 1374 | 


—— 








-- - 








FOR SALE—ONE OF the best and most successful hardware stores irr 
Kansas. Clean stock, live going business. Shelf hardware, paints, stoves, 
etc. Stock $25,000, fixtures $3,000. Can be reduced; $15,000 will handle. 
Average sales over long period $100,000; average net earnings $10,000. 
County seat town of 6,000, Central Kansas. Large trade territory, little 
competition. Owner’s health failing, must quit. Wonderful opportunity 
for two live men. Write Box H-351, care of Harpware Ace, New York. 





FOR SALE—PROFITABLE OLD ESTABLISHED hardware business 
within fifty miles of San Francisco, Cal. Clean, up-to-date stock. No 
old and not over-stocked. One of the most model and well arranged stores 
in California. Located in a beautiful and rich valley where climate is 
wonderful and crops never fail. Owner has made enough that wishes 
to retire. Will require about $25,000. Address Box H-339, care of 
Harpware Acs, New York. 





FOR SALE—ESTABLISHED HARDWARE BUSINESS in one of 
the best towns in Michigan, 150,000 population. Stock and fixtures will 
inventory about $30,000. Reason for selling is age, past _75 years old. 
Have been in business in the same place for 36 years. For particulars 
write Box H-335, care of Harpware Acz, New York. 





FOR SALE—GOOD HARDWARE, FURNITURE and sporting goods 
making nearly four turnovers and located in a fast grove town 
~ ne er west coast of Florida. Address CARL HOLMER, Box 256, 





FOR SALE—AN OLD ESTABLISHED Hardware Business in the 
beautiful Mohawk Valley of Central New York. Good going business, 

location, clean, well-assorted stock. Worth investigating. Address 
ox H-309, care of Harpware Acr, New York. 





FOR SALE—ESTABLISHED HARDWARE BUSINESS in a prosper- 
ous Texas town of 30,000. Stock and fixtures will inventory about $22,000. 
Address Box H-355, care of Harpware Acz, New York. 





RETIRING FROM BUSINESS, hardware store and fixtures for rent; 
old stand, for last forty years; wonderful opportunity. D. N. CLARK, 
Shelton, 


onn. 





BUSINESS OPPORTUNITIES 


TOOL MANUFACTURING PLANT FOR SALE in whole or in part. 
Complete sales organization, products well known and have gained uni- 
versal good will. mpany making money. Is for sale because present 
manager now engaged in other businesses and cannot give it the attention 
deserved. This is a rare opportunity. Address Box H-346, care of Harp 
ware Ace, New York. 








HELP WANTED 


_RELIABLE HARDWARE MANUFACTURER HAS MICHIGAN ter- 
ritory open. Business already well established in this State. Experienced 
salesman with knowledge of cutlery, padlock and builders’ hardware pre- 
ferred. Also man acquainted with hardware trade in Detroit. Give full 
details with names of last three employers and present occupation. All 
replies held strictly confidential. onderful opportunity. Address Box 
H-359, care of Harpware AGr, New York. 








SPLENDID OPPORTUNITY FOR TWO EXPERIENCED SALES- 
MEN who have knowledge of cutlery, builders’ hardware and padlock line, 
to represent hardware manufacturer in well established territories, calling 
on retail and jobbing hardware trade. State age, experience, references 
and names of last three employers. All replies held confidential. Terri- 
soreee open January 1. Address Box H-347, care of Harpware Acez, 

ew York, 





MANUFACTURER of New Way Lawn Sprinkler wants several high 
class salesmen for Central, Southern and Western States, to call on retail 
hardware and seed stores and take orders for spring delivery. Fast seller, 
liberal commissions. None but first class men_need apply. Give complete 
references. Address THE NOVELTY MANUFACT NG COMPANY, 
120 East 6th St., Cincinnati, Ohio. 





OPPORTUNITY FOR GOOD SALESMAN: A well known sales or- 
ganization can use a salesman experienced in selling hardware and tools, 
etc., to the wholesale trade. To cover part of the Middle West, east of 
Mississippi River. An opening for man experienced in traveling, and 
who has demonstrated his selling ability. State age, experience and com- 
pensation desired. Address Box H-362, care of HArpware Ace, New York. 





SALESMEN—PROGRESSIVE NEW YORK JOBBER requires a 
capable hardware salesman for Central or Southern New Jersey. Must 
be experienced in the line, possess initiative, good character and person- 
ality. Write fully, giving references. Address Box H-297, care of 
Harpware Acz, New York. 


SALESMEN WANTED—TO CARRY HIGH grade line of home play- 
ground equipment, including slides, sand boxes, etc., selling at popular 
prices. Also full line of forks and tool handles. Various territories open. 
State what territory you cover, with details. . Address PLAYTIME 
EQUIPMENT COMPANY, Huntington, Indiana. 


COLUMBUS, OHIO. company wants capable builders’ hardware man 
to take charge of established hardware department. rite in detail ex- 
perience, references, age, salary expected, etc. Address Box H-349, care of 
Harpware Ace, New York. 


WANTED—RETAIL MERCHANDISING HARDWARE MAN. Give 
in your reply age, experience, salary expected, when could report for duty 
and enclose references. Location, Southern West Virginia. Address Box 
H-358, care of Harpware Ace, New York. 


SALESMAN—BUILDERS’ HARDWARE MANUFACTURER has an 
opening for salesman to cover Long Island and Eastern New York terri- 
tory. Address Box H-333, care of Hanpware Acz, New York. 

















POSITIONS WANTED 








Radio and Sporting Goods Buyer 


Would consider other propositions. Successful fifteen year record merchan- 
dising for one of the country’s largest institutions, with whom still asso- 
ciated. Acquainted factory sources. Wide experience in advertising, cata- 
loging and management. Particularly qualified to organize and develop new 
department. Age 39, Gentile, married. Address Box 17192-A, care of 
Harpwarse Acs, Otis Bidg., Chicago, IL } 





















HARDWARE EXECUTIVE 


Eighteen years’ experience in the manufacturing, warehous- 
ing, buying and selling of hardware and sporting goods 
with some of the most representative manufacturers and 
jobbers in the country. Excellent record which will stand 
strictest investigation. Available after coomery Se for 
either factory or jobbing connection. Address x H-353, 
care of HARDWARB AGgE, New York. 











EXPERIENCED hardware man in shelf, heavy and supply lines, now 
employed, desires to make connection with jobber or manufacturer. 
Twenty years’ experience as salesman, sales manager and buyer with two 
firms. Soulere the South. Address Box H-357, care of Harpware Acz, 
New York. 
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POSITIONS WANTED 


SALESMAN—35 YEARS OLD, married, desires to connect with a 
reliable jobber to cover Southern New Jersey. Nine years’ experience as 
manager and buyer for hardware house. Also 5 years as hardware pur- 
chasing agent for U. S. Government. A-1 references. Can accept po- 
. aah oy February Ist. Address Box H-328. care of Harpwarg AGE, 

ew Yor 


SALES ACCOUNTS WANTED 


MANUFACTURERS’ REPRESENTATIVE 
trade in Electrical Supply lines, with car and New York office, selling 
lighting corporations, railroads, chain store syndicates, leading electric 
supply jobbers, guarantees extensive business to manufacturers of mer- 
chandise interested in this class of trade. Address Box H-343, care of 
Harpware AGE, New York. 


EXPERIENCED HARDWARE SPECIALTY SALESMAN COVER. 
ING Illinois, South Wisconsin, South Michigan, North Indiana and North 
Ohio, is open for one more good specialty for the hardware and department 
store trade. Has wide acquaintance of long standing. First class connec- 
tions only. Commission basis. Address Box H-360, care of Harpware 
Ace, New York. 


LINES WANTED FOR THE ORIENT- Ma anufacturers’ Agent of 
exceptional ability, successfully operating twelve years in this country, 
with greater ambitions, is interested in transferring operations to the Far 
East, where he has excellent connections, with a view of developing a limited 














WITH ESTABLISHED 














number of lines at comparatively small expense to the manufacturer. 

Address Box H-363, care of HArpware Ace, New York. 
MANUFACTURERS’ REPRESENTATIVE DESIRES A LINE of 

builders’ hardware, tools or kindred specialty for Chicago and eventually 


larger towns in Illinois and Wisconsin. Have wide acquaintance with 
jobbers, retailers and department stores. Want to connect with reliable 
party able to give good service. Address Box H-361, care of HARDWARE 
AcE, New Took. 





AGGRESSIVE EXPORTERS’ AND MANUFACTURERS’ AGENTS, 
with offices in Honolulu and San Francisco, calling on the industrial trade, 
also on retail hardware dealers, are seeking additional hardware lines to 
represent. Address Box H-334, car of Harpware Act, New York. 


SALES REPRESENTATIVES WANTED 


SALES REPRESENTATIVES WANTED—Salesmen calling on hard- 
ware and mill supply trade, to handle Manila and Sisal rope, and wire 
rope; also hard fibre twines, direct from importing manufacturer’s stock 
in New York. Satisfactory commission paid promptly on accepted orders. 
Only desire men who have standing with their trade, and who know some- 
thing about rope. Write, giving references, territory —- and how 
often. Address Box H-352, care of HArpwareE AcE, New Yor 








SALESMEN who have established trade with any of the following lines, 
to sell at wholesale prices to dealers on commission basis: Aluminum ware, 
enameled ware, oil cook stoves, which generate gas; gasoline lamps, 
lanterns, flashlights, radio and flashlight batteries, electric li hting fixtures 

and bulbs, electric pliances. State territory desired. The ENTER- 
PRISE COMPANY, "‘Clacinanti, Ohio. 





HARDWARE SALESMAN—PAINT SALESMAN—High type sales- 
man calling on the industrial and better class dealer trade can substan- 
tially increase his earnings by carrying as a side line one or two basic 
paint and lacquer specialties generally purchased in quantities by this class 
of trade. Address Box H-337, care of HArpware Ace, New York. 





WANTED—SALES REPRESENTATIVE in Philadelphia and nearby 
territory to represent well known manufacturers of deadlocks, latches, 
padlocks and builders’ hardware. State experience and full particulars; 
confidential. Address Box H-319, care of Harpware Ace, New York. 





SALESMAN—To sell Sentry Keyhole Locks to hardware jobbers. 
best keyhole guard on earth. Excellent side line; good proposition. Write 
stating territory and references. SENTRY KEYHOLE LOCK CO., 839 
Golden Gate Ave., San Francisco, Cal. 





SALESMAN TO CARRY AS SIDE LINE, axe, hatchet and hammer 
wedges; also hack saw blades. Address Sawyer Belt Hook Co., 17 
Warren Ave., Pawtucket, R. I. 








Let US Help You Word Your “Want.” 














WESCO TIRE CHAINS 
ARE GUARANTEED 


Western Chain Co. 


Chicago, U. S. A. 














Get Your Seed Department Ready 


Now is the time to start making friends 
with attractive display cartons of Landreth’s 
Garden and Flower Seeds. Make up a list 
and let us quote you on our tested seeds and 
Mixed Lawn Grass. Be sure of your stock. 


enawens D). Landreth Seed Co., Bristol, Pa. 

















SAMSON CORDAGE WORKS 


MANUFACTURERS OF SASH CORD, CLOTHES 
BRAIDED CORDAGE Sep LINES, SMALL LINES 
AND COTTON TWINES ETC. S00 FUR CAALOG 


BOSTON MA SS. 

















Get an “‘Edge’”’ on Sales! 


Dealers are doing it with the Dazey 
“Sharpit.” It puts a keen edge on any- 
thing—knives, scissors, sickles, tools. A 
quick and ready seller—and a profit 


DAZEY CHURN & 

. MFG. CO. 

4301 Warne Ave. 
St. Louis, Mo. 

















Confidence in ffampion, 


Elangin. Lamps is shown by 20,000 re 
tailers aad 56 jobbers who sell them. 


Cousetiantes Electric 
amp Co 


Braud 


Dan Vers, Mass. 


under the General 
Incandescent Lamp 





**Licensed Electrie 
Company’s Patents. ”’ 





STANDARD SINCE 1865 


For 58 years Priest’s Clippers 
have given universal satisfac- 
tion. None sell so readily to 
Barbers and Horsemen. We 
make both kinds. 


American Shearer Mfg.Company 
Nashua, N. H. 











Better MachineScrews 
for the Hardware Trade 











HARVEY HUBBELL, INC. Bridgeport, Conn. 














DOMES of SILENCE 


The perfect Furniture Footwear! Every 
home needs several dollars worth-- Display 
our Cabinet! Write for particulars. 


Domes of Silence Division, 
HENRY W. PEABODY & CO. 
17 State Street New York City 
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THE ADVERTISERS INDEX is published es « convenience and not as e part of the advertising contract. 
be or 


Ne allowance will 
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= Se n will be your stock 
| ge Of tire chains on 
January first ? 












Or will your complete stock be con 
tained‘in these ‘six shipping cases— 





Will your stock look like this that lets you inventory no obsolete 
dealer's did last spring—‘‘loaded sizes—no loss from _left-overs—no 
with obsolete sizes and shelf-worn, stock ‘not in condition to sell? This 
rusty chains ? This is part of ar stock inventories at $150.00 or less 
$800.00 stock of tire chains. at all times. 








Will January 1927 find your 
stock in 1907 condition ? 


Inventory—year after year—discloses tire chains 
in stock that you never hope to sell. Tire sizes dis- 
continued—shelf-worn left-overs—rusted chains— 
all these are losses, your inventory shows. Now, 
here’s the end of all the grief in tire chain selling: 
small stocks—quick turnovers—no left-overs—no 
obsolete sizes—and complete stock to fit every car 
on the road confined in 9 square feet of floor 
space! That’s what the new 








Jive Chay 


Service Station 
means to you! 













Ask for Folder B-12. Or ask 
your jobber to show you the Ho- 
dell Tire Chain Sales & Service 
Station. Your total investment 
is amazingly small. Your only 
stock consists of the six cartons 


Prices sul Giecoubee’ with” fal fas SVAN) PQYYUETS £9 


particulars on request. : . P 
3934 Cooper Ave. Established 1886 Cleveland, Ohio 
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We will send free to customers, on request, a copy of the above, printed on high grade paper, in colors as shown, suitable for framing. 











